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Ask any manufacturer in 
the medium priced Six 
Cylinder field if he will 
guarantee not to bring out 


a straight eight within 
the next twelve months. 


Then ask him the same 
question about the all- 
steel body. 


Jordan dealers have both 
of them now. 


President 
Jordan Motor Car Company, Inc. 
Cleveland 











the post office at Chicago, Ill., under the 





The design-creation of the new Hupmobile Eight 
Roadster outshines even the newest irom Europe. 
It is certain to heighten still further the prestige ol 
Hupmobile in the fine car field. It is another indi- 
cation of the complete and advanced cooperation 
with which Hupmobile backs up its dealers; — co- 
operation which commences in the engineering de- 
partment and which accompanies every step in the 
production, selling and servicing of every Hupmobile. 
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Equipment That Sells Cars 


A sporting two-seater, with the popular back support and complete comfort in 





rumble for another couple, of course. 
Five disc wheels, and bumpers front 
and rear, standard equipment. Two- 
tone finish — Killarney gray-green up- 
per body, with the lighter Dundee 
shade below and on the disc wheels; 


red striping on body and wheels. Un- 


pleated upholstery in soft gray Spanish 
leather, hand-crushed pebble grain. Full 


the rumble seat. Rumble cushions 
quickly detachable. Luggage space also 
reached through large side door with 
lock. Detachable California khaki top, 
with natural wood bows and nickel- 
plated supports. Neat top boot furnished. 
Headlamps and cowl lamps, windshield 
supports, radiator and cap, bumpers 
and rear deck bars are bright nickel. 
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SR billion dollars’ worth of hard, 


fast roads, increases in traffic con- 





gestion everywhere, call for an entirely 






new and different kind of motor car 
to meet popular demand. Within the 


next few weeks, Moon will announce 


the first European-American type of 
Light Six under $1000. Every auto- 
mobile dealer who appreciates how 





new traffic conditions have revolu- 


tionized motor design, will want to 





know the details of this radical depar- 


ture. Write for advanced confidential 





information. 


(Signed) 
Stewart McDonald 
President 


Moon Motor Car Company—St. Louis, U. S. A. 
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Work can be placed in this 
press and the bolster then ad- 
justed by turning a crank fitted 
to bolster—a great time saver 
and far superior to the usual 
method employed. 


All levers of the Holmes Gar- 
age Press are conveniently placed 
and operated with the right 
hand, while the operator stands 
directly in front of press. 




















HOLMES GARAGE PRESS 
‘Another Hormes Achievement” 


Garage and shop men will appreciate the Holmes Garage Press not only for its 
sturdy construction, simplicity, speed and ease of operation but because it em- 
bodies many new and exclusive features. 













pet : 


It is a combination arbor and forcing press. The high speed lever has a capa- 
city of 4000 pounds. ‘The heavy duty, four spoke spike wheel has a capacity 
of 60,000 pounds and gives a continuous movement of screw, making it 100% 
faster than any ratchet type press, as all awkward movements and lost motion 
are eliminated. : 
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The bolster plate is easily raised or lowered to any desired heighth, by turning 
crank fitted to bolster instead of the usual hand method of adjusting. 


All levers are conveniently placed at right hand side of press and 
operated with operator standing directly in front of press. 


For convenience of moving press about the shop, base is fitted with 


two small wheels which come in contact with floor when press 
is tilted. 


Price $110.00 
Your Jobber can now supply you with Holmes 


Garage Presses. Ask him or write this company 
for catalog and full information. 


ERNEST HOLMES COMPANY 


CHATTANOOGA TENNESSEE 




















- July 8, 1926 MOTOR AGE 3 


NE RE EMRE Me™ 
‘ 











be vu. 8. Pat. Uifice . 
Vol, L, No. 1 > 
















































































JuLIAN CHASE, Directing Editor aon nag ee _ 
LARENCE PHILLIPS, Ass itor. 
A. H. PAackEn, — — T os " Wiaaen, Architectural Editor OAARON LES Pe | e, 
Joun C. Gourttz, News Editor Lestiz S. Giiuette, Field Editor, * ] 
W. L. Carver, Field Editor, Detroit Detroit 
L. C. Disste, Detroit News Rep. M. W. Baker, Asst. News Editor 
= CONTENTS 7 IME: Laminum saves 
e ; 
- : Are Your Maintenance Customers Satisfied? 9 time because all 
—_ | By Sam Shelton you have to do is 
a eel off lay f 
right Advertising Special Flat Rate Operations Helps Keep Shop p ayers oO 
ands | Busy 10 shim brass. 
By F. K. Haskell . 
, seein siaiieeminia ciated MONE Y: Laminum saves 
Superior Maintenance Service Hobby o odge Brothers e A 
—— Dealer-Director ... 12 money becau se 
By Roy Alden every hour saved 
Eighteen Years a Buick Dealer in Illinois 15 : Ww h en makin Ss 
By W. F. Dagon shims represents 
Grinding Valves to Meet Flat Rate 16 just s Oo m u ch 
By J. R. Bayston ‘money 1n the till. 
H. M. Jewett Sees Service Influence in 95 Per Cent of Sales 19 | ABOR e Laminum saves 
Features of 1927 Oakland 20 ° labor because you 
By L. S. Gillette do not have to file 
MOTOR AGE’S Picture Page 23 and file and file a 
Accessories to Show and Sell 24 Dp iece of s olid 
The Readers Clearing House 25 metal 
Radiator and Crank Case Capacities and Exaust Pipe Sizes : 
for 1926 Cars 30 Use Laminum. There’s a shim for 
| New Machines for Shop Work 31 every make of engine. Your jobber 
| chee 33 sells Laminum so that you can make 
Rev; tJ Trad 34-35 quick bearing adjustments in less time 
a a a a . — with minimum labor. 
News of Automotive Factories 36-37 
New Automotive Literature 38 LAMINATED SHIM CU). Inc. 
Trade Association Activities 42 236 14th St., Long Island City, N. Y. 
Coming Motor Events 43 St. Louis: Mazura Mfg. Co. 
| Specifications “46 
CLASSIFIED ADVERTISING SECTION ; 81 
INDEX TO ADVERTISERS 82-83 








Motor AGE is published every Thursday by 


CHILTON CLASS JOURNAL COMPANY 


Mallers Building, 5 South Wabash Avenue, Chicago 

C. A. MusseLtman, President and General Manager 

J. S. HiIvpretu, Vice-Pres. and Director of Sales 
W. I. RaLtpu, Vice-Pres. 





DavIpD Benepe, Vice-Pres. J. H. Corzins, Vice-Pres. 
. Vaux, H. J. REpFIELD, 
Seni and Assistant Treas. Treasurer 


Cable Address: Motage, Chicago 
Telephone: Central 7045 


OFFICES 


New York—U. P. C. Bldg., 239 West 39th St.; Phone 
Pennsylvania 0080. 

Detroit—7338 Woodward Ave.; Phone Empire 4890. 

Cleveland—540 Guardian Bldg.; Phone Main 6860. 

Philadelphia—56th and Chestnut Sts.; Phone Sherwood 1424. 

Indianapolis—519 Merchants Bank Bldg.; Phone Riley 3212. 


Owned by United Publishers Corporation, 239 West 39th Street, New 
ork; CHARLES G. ae, President; A. C., Prarson, Vice-President; 
Fritz J. Frank, Treasurer; H. J. REDFIELD, Secretary. 








SUBSCRIPTION RATES: United States, Mexico and U. S. Possessions, 
00 per year; Canada, $5.00 per year; all other countries in Postal Union, 
$6.00 per year; single copies, 35 cents. 
Member of the Audit Bureau of Circulations. 
Member, Associated Business Papers, Inc. 
Copyright, 1926, by Cu1Ltton CLass JouRNAL CoMPANY 


ees a 








Subscriptions accepted only from the Automotive Trade 


Entered as Second Class Matter, Sept. 19, 1899, at the Post Office at 
Chicago, Ill., under Act of March 3, 1879 














4 MOTOR AGE July 8, 1926 


te 
—curacy 


STEVENS 
PISION ALIGNER 


It’s the Plumb Line 
and Spirit Level of 
the Automotive Shop 
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HERE’S only one way to align a piston. With abso- 
lute accuracy. Near-alignment is no alignment. 


Cut out the grief and the come-backs that result from 
rule-of-thumb aligning. Do the job right—with the Stevens 
—the aligner that gives you perfect and complete alignment 
of the entire assembly. 


The Stevens guards you against costly errors. It checks 
up on the “‘con’”? rod—the wrist-pin—the piston — and 
the bearings. It shows you instantly the slightest out-of- 
true, vertical or horizontal. It is your “(plumb line and 
spirit level’’— an indispensable standard of accuracy for 
testing, not a few parts of the assembly, but every part. 


JUST NOTE THESE EXCLUSIVE FEATURES: 


“Sea Lion” Indicator in position (A) for correcting bends 
in the “con” rod; and (B) for checking “‘con’’ rod twists. 
Quick-change Arbor Clamp (C) permitting easy adjust- 
ment or quick change of arbors. 

New Centering. Gauge (D) for correcting central alignment 
of the “‘con”’ rod and bearings. 

B Remember, too, that the rugged build of this instrument 
allows you to test, fitand scrape the bearings, and to straighten 
the “‘con” rod, right on the arbor—saving valuable time and 
insuring precision. 


T-100— Universal Model with one arbor, Price $20 
p T-103— Universal Model with eight arbors, 114 to 2%". Price $40 
ee a SORE. Extra arbors, any size, $3.10 


Send us the names of your shop foreman and mechanics 
and we will mail them a copy of our new pocket 


size “‘Speed-Up” Shop Handbook No. 18. 


Stevens & Company 
375 Broadway 1438 S. Mich. Blvd. 
La rgest : pis i= NEW YORK CHICAGO 


Line of 


Stevens. - 
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The heavy black lines show the prin- 
cipal routes of Studebaker Bus opera- 
Studebaker Busses are being 
operated in every state in the Union. 


tors. 








THE STUDEBAKER CORPORATION OF AMERICA : 
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_ Studebaker Trails of Triumph 


Busses powered by Big Six engines 


NORTH 
DAKOTA 


form national network 





YEAR ago Studebaker was forced into the 

bus business. Bus operators had found 

the Studebaker Big Six engine and the Stude- 

baker Big Six chassis were peculiarly suited to 

their needs. They were buying Big Six chassis 

in large numbers, lengthening them and equip- 
ping them with bus bodies. 

It was apparent the public would be better 
served by busses specially designed and built 
for this work, and Studebaker engineers were 
given the task of developing economical eff- 
cient units for bus transportation. Studebaker’s 
$100,000,000 manufacturing facilities enabled 
us to sell these powerful, dependable busses at 
prices never before approached for such quality. 


Nation-wide popularity 
The country over, far-flung trails tell the tri- 
umph of Studebaker’s achievement. Today, as 
the map shows, Studebaker Bus routes make 
neighbors of the nation. 

Studebaker Busses cost less to buy, less to 
operate and have the stamina which insures 
100,000—200,000—300,000 miles of dependable 
transportation. 

Studebaker Big Six passenger cars offer sim1- 
lar economies. Both a Studebaker Big Six Sedan 





and a Studebaker Big Six Sport-Roadster can 
be bought for the price of any other sedan or 
roadster of equal rated horsepower. And, as an 
added advantage, the Studebaker costs less to 
operate and lives longer. 


Unsurpassed stamina 


Gruelling bus service has conclusively proved 
the merit of the Big Six engine. Since it han- 
dles 12 to 2l-passenger busses with such ease 
at high speed over long distances, it is no won- 
der that passenger car work is mere child’s 
play. 

This quiet L-head motor has reserves of 
power which assure the utmost in swift ac- 
celeration and smoothly sustained performance. 
And it does its work so easily that repairs and 
depreciation are minimized. 


It is not surprising that the Studebaker Big 
Six (at One-Profit prices) outsells every other 
car in the world of equal or greater rated horse- 
power. 


Free booklet on Studebaker Busses 


A booklet, “Profitable Bus Operation,” will be sent 
without obligation to any one interested in the money- 
making possibilities of this great new development in 
American transportation. Studebaker Busses range in 
price from $3935 to $6150, f. o. b. factory. 


ryi 


SOUTH BEND, INDIANA 
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1 Stutz sales lead entire fine-car field— 
2) No mechanical re-adjustments at all— 
5) Making money on Stutzevery month— 
«a We will handle Stutz exclusively.’ 














says 
George A. Hoeveler 


President 


HOEVELER-STUTZ CO. 
PITTSBURGH 


O recapitulate the main points of 
Mr. Hoeveler’s letter: 


How many dealers handling other cars 
in the $3000 class can say that their 
car leads the entire fine-car field in 
sales in both their city and their 
county? 


How many can say that over a period 
of four months they have had no cars 
brought back for mechanical re-ad- 
justment? 


How many can say they are making 
money every month—real net profit? 


How many have a car of such salabil- 
ity and profitableness that it would 
pay them better to concentrate on that 
car and handle it exclusively? 


We want to hear from other good dis- 
tributors and dealers who feel an hon- 
est envy of Mr. Hoeveler’s position. 
Write or wire us for full details. 


STUTZ MOTOR CAR CO. 
of AMERICA, INC., Indianapolis 


4 Wh Yj, of 














Stutz Motor Car Co. of America, Inc., 
Indianapolis, Indiana. 
Dear Sirs: 

I thought you might like to hear from me as to 
just how I feel towards the New Stutz and the 
entire Stutz Factory Organization. 


We have not had an adjustment of any kind or 
nature on the worm-drive axle. Except for the 
specifications, we are not aware of the fact that 
we have a chain driving the camshaft. The brakes, 
when properly adjusted, are absolutely perfect and 
in only a few instances has it been necessary to 
bleed them after receiving a car from the factory. 
After bleeding and adjusting here, we have never 
had them back for any further adjustment. 


I cannot help mentioning to you again, my good 
feeling toward the Service Policy which you have 
adopted. We use this Service Policy a lot in our 
selling arguments and when we tell the prospective 
purchasers what this policy is, it is a very easy 
matter to get their names on the dotted line. 

We made money on Stutz every month this 
year, beginning with March, when we got our first 
cars. I sincerely feel that with the Stutz fran- 
chise, we can make money every month in the year 
and that is what prompted us to give up the other 
line of cars which we have been handling, to handle 
Stutz exclusively. 

This morning, I received the State Report of 
Registrations for new car sales and when I found 
that Stutz led the entire fine-car field, both in Pitts- 
burgh and Allegheny County, I just couldn’t help 
giving you the above information and expressing to 
you my feeling towards your organization, and the 
New Stutz itself. 

Sincerely yours, 
























1926 
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Lakes of steel, fifteen times hotter 
his | than boiling water, are flaming with 
sun-like brilliance in Timken eleétric 
furnaces. You dare to look only through 
deep blue goggles. You see in process 
the world’s largest output of electric 
steel. You see the making of the metal 
that makes Timken-equipped cars 
and trucks more economical, more 
capable, more enduring. 


Only the famous Timken ‘daylight 
steel mill’’ produces Timken Bearing 
steel. It assures you of finest material, 
Ve right where the motion comes, in 
age transmissions, differentials, pinions, 

he —_— ' worm drives, rear wheels, front wheels, 








| steering pivots, and fans. 
| Timken steel, together with Timken 


Tapered design and Timken positively 
aligned rolls, provides highest working 
capacity without excess bulk. No 
complication or compromise is required 
to care for “‘thrust’’—sidewise forces. 
Therefore Timken-equipped cars are 
also better in design; more simple, and 
more accessible. 





All the Timken advantages can be 
whemnes — _ - yours, for they are built into 90.5% of all 
variegate ue are seent roug ° ° e 
le Sieamaiecteltliae makes of motor vehicles in America. 


a ie aa aan THE TIMKEN ROLLER BEARING CO. 
operate Timken eleltric furnaces 
CANTON, OHIO 
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BUMPERS -.: FENDERGUARDS 


Reputation 


Reputation reduces your selling 
costs and increases your profits 
... Lhe better the reputation of 
the lines you carry—the easier 
and less expensive for you to 
sell them. For example, WEED 
has meant quality for years. 





A PRODUCT OF THE 
AMERICAN 
CHAIN COMPANY, Inc. 


in business 
for your safety 


~ 








Satisfaction 


Satisfaction with the merchandise 
you sell brings your customers 
back again and increases your 
sales. Gives you better advertis- 
ing than any you can buy. WEED 
Bumpers and Fenderguards as- 
sure you this satisfaction. 














AMERICAN CHAIN COMPANY, Incorporated 
BRIDGEPORT, CONNECTICUT 
In Canada: Dominion Chain Company, Limited, Niagara Falls, Ontario 
District Sales Offices: Boston Chicago New York Philadelphia Pittsburgh San Francisco 
World’s Largest Manufacturers of Welded and Weldless Chains for All Purposes 


WEED Bumper No. 2004E 
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Are Your Maintenance 


Customers Satisfied 


Sincere Shop Proprietor Is Not Afraid to Ask Them to Report on Repair 
W ork, and Gains Distinct Advantage Thereby 


HE dealer or service man 
who makes a sincere effort 
to do honest and satisfac- 
tory repair work is not 
afraid to ask his customers 
whether or not they are satisfied 
with the service given. If they 
are not satisfied he wants to know 
so that he may correct the work 


By SAM SHELTON 


> 
e st 
Your cat left our servic 


ived courte 
as you ordered. . 


g\card advising if you rece 
d satisfactorily. 

ed by us within 
your entire apP 


Please return attached — 
ous treatment and was $ , 
d is not recelv 
k has met with 
Yours very truly, 


Gammmuntta MEISE 


ten days. We will 


\. 
If attached cat _ 


assume our WOF 


expressions that he would not 
have received otherwise, and cus- 
tomers having once gone on record 
as satisfied are more likely to 
show a definite inclination to be- 
come steady patrons of the shop 
that has satisfied them. 

In the second place the dissat- 


isfied customer is disarmed, for 





and probably cure a faulty situa- 


tion in his own shop that may Order No.__*38 


oaieti the service man in asking him to 
Date ~i0° 








have caused the dissatisfaction. 
Left to their own initiative very 
few satisfied customers’ will make 


Was our work performed satisfaccorily? 


IF NOT will you do yourself and other Oakland or Pontiac 


owners and ourselves a favor in stating how we failed. 


report has proved his sincerity. 
The way is immediately opened 
for this dissatisfied customer to 








known their satisfaction to the - 


come back in a spirit of friendli- 








dealer or service man. Their si- — 


ness and fairness so that the 





lence may be construed by him 


Name 


Did you receive courteous treatment? 


proper adjustment may be made. 
The shop proprietor who under- 








as approval, but in many cases pectin 


takes to find out whether or not his 





customers who have some real or 
fancied grievance do not go back 
to the shop because they do not 
want to appear “small.” Or from 
experience they may have had 
elsewhere they may conclude that 
it wouldn’t do any good any way. 
Such customers can do a great deal 
of harm because they never forget and often they advise 
their friends to stay away from the shop against which 
they are nursing a grievance. 

Some customers of their own initiative will complain of 
work unsatisfactorily done, but nine times out of ten they 
come back not in the attitude of expecting a fair adjust- 
ment but in the belligerent attitude of expecting to have 
to fight for redress. It takes the utmost diplomacy on the 
part of the manager to restore such a customer to a 
friendly attitude even though every thing possible is done 
to correct the cause of his dissatisfaction. 

The dealer or service man who takes the initiative and 
seeks to learn whether or not his maintenance customers 
are satisfied with the work done for them has a distinct 
advantage. In the first place he will draw many favorable 
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i ‘ 


Above is section of double postal card addressed 

to customer asking him to report satisfaction or 

dissatisfaction with work done for him. Below 

is the other part of card used by the customer 
to make his report 





customers are satisfied should do 
it in a thorough and systematic 
way. He should impress the cus- 
tomers with his sincerity and he 
should make it easy for them to 
indicate dissatisfaction as well as 
approval. 

A good system used by some 
shops is to send out double return postal cards to all shop 
customers five to ten days after the car is delivered. One 
of the cards addressed to the customer bears the 
message from the shop asking him to report his satisfac- 
tion or dissatisfaction, detaching and using for that 
purpose the other card which has the address and postage 
on one side and a printed form for the customer’s con- 
venience on the other side. 

This method is inexpensive, since the double Govern- 
ment cards including postage cost only two cents each and 
by having a quantity printed up at one time there is little 
additional expense except for the addressing and the 
checking of returned cards. 


On this page examples of such cards used by a successful 
Chicago dealer are shown. 
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ERVICING automobiles is just as much a part of 
the automobile dealer’s job as selling cars,” is 
the opinion of John K. Leander, president of the 
John K. Leander Co., who also gives this as one 
of the reasons for his big success in the selling of both 
new and used Cars. 

The John K. Leander Co. was organized and began 
business as Studebaker dealers in Portland, Ore., in Sep- 
tember, 1922, succeeding W. C. Garbe. The location was 
at Tenth and Glisan Streets. 

Since that time the concern has grown rapidly and now 
ranks as one of the largest automotive concerns in the 
city. In the fall of 1923 the company took over the build- 
ing now known as the Studebaker Building at Broadway 
and Everett Streets. This building is four stories high 
and covers a ground space 100x100 feet. The building 
was remodeled to provide one of the most attractive show 
rooms in the city. 

The rapid increase in the number of Studebaker owners 
in Multnomah County created a service problem, to meet 
which the Leander company early last fall leased the 
entire top floor and roof of the newly constructed Mult- 
nomah Block at Nineteenth, Washington and Morrison 
Streets, where they maintain probably the largest service 
station in the northwest with three acres devoted to Stude- 
baker service and room enough to take care of every one 
of the 2500 Studebaker owners in Multnomah County. 
Of this big area 64,000 feet is easily accessible by separate 
entrance and exit double width ramps on two streets, and 
64,000 roof reserve, immediately available for testing, 
washing, greasing, etc., and susceptible of further develop- 
ment as expanding business demands. 

Other outstanding features of this mammoth service 
station are an attractive accessory counter and complete 





_ Help 


By F. K. HASKELL 


- vores x F 8 sinew 
MAINTE?! ANCE 


DErtT 





parts department. There are individual chain hoists for 
every pair of mechanics. White handled numbered brooms 
are at each post in the shop. A customers’ board has 
red pegs, marking hours cars are to be delivered, and 
white pegs showing hours mechanics are scheduled to 
finish. Inter-communicating phone service is provided. 
The building is completely piped for air; one-half mile 
of air line. Three electric plugs per mechanic, emphasiz- 
ing use of electric tools. Four uniformed service sales- 
men to meet customers. Oil vending valves on inside of 
stock room, mechanic merely taking delivery of lubricants. 
Three hundred feet of bench drawers, replacing tool boxes. 
Four portable parts cleaning stands. Special wash and 
greasing elevators, lifting cars so that wheels can be 
turned. Parking space for repaired cars with man in 


These special flat rate operations were advertised at reduced prices for December and January by John K. Leander Co. 
The offering of service jobs in this way helps to increase the volume of maintenance business 
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Flat Rate Operation No. 1 Flat Rate Operation No. 2 Flat Rate Operation No. 3 
Light and Special ar we 
COMPLETE GENERAL TIGHTENING This Standard Six Big 
TUNEUP MOTOR. Includes clean includes tightening all fender, body, running GRIND VALVES, CLEAN CARBON 
and set spark plugs, blow out and ad- board, hood sill, battery base, motor pga, This includes new cylinder head gasket, 
. radiator and engine pan bolts. $6 00 reseating the valve seats, lathe turning 
just carburetor, blow out gas and valves, spark-plug gaskets and motor 
vacuum tank lines, water and test bat- CHECK REAR WHEEL BEARING ADJUST: tuned up as in operation No. 1 . $1000 $1) 50 
’ MENTS This is an important operation which , 
t | nd set ignition points, clean should be performed at least once each year 3 00 TAKE UP RODS AND MAIN BEAR 
ey Ca ae Oe pon P Peet os INGS. Includes new set of oi! pan felts, 
and tighten battery terminals, check, GREASE AND OIL COMPLETELY. Includes cork gaskets new onl (any quality brand), 
: every lubricating peint on a Studebaker car CCEINE and taking Up a veneiee 
dress and lubricate starter and ce Sener and ol any : se rod and main bearings ....... 15 00 
tor motor brushes, adjust valves, flush *NEW PISTON PINS. Includes kin 
amber we ; DRAIN, FLUSH AND REFILL any 6quart anuneiting sll, ghtene and pins tae 
out radiator, dat up tires and report crankcase with any quality oil you may desire 2 50 alignment, re-aligning and furnishing and | 
on gerieral condition of your car $ 3.50 fittingnew pins... . ¢ .. ... 1000 10H) 
| | ae $12 50 *NEW PISTON RINGS, The best rings | 
Wash out saepmemmeenes and differential, Special for December and January. ... ... $11.25 Chtainette, Stted end snetaled. aden 7 _ 
me — and gear adjustments, - Total 65180 953 0 
and pack with new grease ........ ; 
| | BRAKES RELINED — pong me emeen and expand $46.60 $47. ” 
Wash and adjust front wheel bearings, Light, Special and Big Six, up to 1925, . om the m aan te ak fo panies tie ethan aneveninme. ee —— 
pack with new grease and check front re oe eee . $10.00 $ 9 00 
wheel alionment . 2.25 Light, Special and Big Six up to 1925, 
8 | Service and Hand .............. 17 50 ANTI-FREEZE Deo end fis 
Standard, Special and Big Six, 1925, Light and Standard Six (2 gallons, 1 quart oil)... . $2.25 
ee og ey aaa xaaeee $11.25 EER LEADED AT 14 00 12.50 Special and Big Six (24 gallons, I quart oil) ..... 2 75 
: Standard, Special and Big Six, 1925. Note.—This protects to 15 below Zero. 
Special for December and January .. $10.00 Service and Hand............,. 1950 1750 Anti-freeze, any quantities ($1.25 per gallon. 
FS —~ ——— 
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LF lat Rate Operations 


Keep Shop Busy 














Aes 


The maintenance department of John K. 


Leander Co., Portland, Ore. 


charge to check air and gasoline. 
This space at west end of building, 
sign over drive out ramp reading: 
“Thank you. We will be pleased to 
serve you again.” Oil room on 
roof, two barrels of each lubricant, 
guaranteeing constant supply. 
Portable benches on service floor. 

As the customer delivers his car 
to a spotlessly garbed employee, he 
cannot evade this sign: “‘To Stude- 
baker Owners: This is your serv- 
ice station. We will welcome your 
criticism or suggestion for the im- 
provement of our service to you.” 

R. 8S. Hugnson, service manager, 
and about whom the activity of the 
station revolves, is very much on 
the job—and accessible to every- 
one. Ray Carr, shop foreman, is 
also very much in evidence. His 
Services, advice, counsel, and what 
ever you may desire is available at 
all times. 

“Location of a service station is 
important, but not nearly so im- 
portant as the kind of treatment 
that the car owner gets after he 
reaches it,” asserts Mr. Hughson. 

“We are going after business and have been ever since 
we opened, on the basis of offering such good service 
that no Studebaker owner can afford to take his car else- 
where. We have thirty-eight men here now and have 
equipment and space for 200.” 

Two attractive letters were printed last fall and widely 
distributed, one calling attention to the interest this firm 
takes in every Studebaker car and endeavoring to acquaint 
them with the heads of the departments; and the other 
asking them to have winter adjustments made during the 
months of December and January and on the flat rate 
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John K. Leander, Studebaker D1s- 
tributor, Considers Servicing 
As Much the Dealer’s Job 
As Selling Cars and 
Finds T hat It Pays 








Chain hoists and work benches 

are conveniently placed through- 

out the maintenance department of 
John K. Leander Co. 


This hoist is used to raise entire 

car, with wheels free, for oiling, 

greasing and inspecting in the shop 
of John K. Leander 


plan, together with some very potent reasons why they 
should “Drive Right In” to this real Studebaker home. 
The shop is operated almost exclusively on the flat rate 
basis. 

For some time past the company has acted as distribu- 
tors for the Studebaker but during the past few weeks 
their territory has been enlarged and they have now be- 
come distributors for the entire Studebaker line for the 
Western half of Oregon, while for commercial cars, buses, 
funeral cars and ambulances the territory assigned em- 


braces all of Oregon and the border counties of Wash- 
ington. 
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Superior 








FRED S. ALBERTSON 
President of the Albertson Motor Co. of Los Angeles 


HE Albertson Motor Co. of Los Angeles is one 

of the world’s largest distributors of Dodge Broth- 

ers motor cars. Its position of leadership has been 

firmly established over a period of years, not alone 
as a merchandiser in its own retail area, but also as a dis- 
tributor that serves an organization of nineteen dealers 
in Los Angeles county with co-operation, as well as cars, 
to insure profit production and permanency of business 
structure. It was because of the eminent success achieved 
by the Albertson Motor Co. that its president, Fred Albert- 
son, was chosen as one of the two Dodge distributors to 
serve on the board of directors of the Dodge Brothers 
Motor Company. 


One of the most impressive qualities that is revealed in 
an analysis of the outstanding success of the Albertson 
company as a distributing organization is the importance 
that is attached to the matter of efficient service to the 
consumer. Fred Albertson declares that the quality of 
service a dealer gives is of vital importance in determining 
his success. No matter how efficient may be the individual 
new car salesmen, no matter how thorough the sales plan- 
ning and sales direction, unless present owners receive 
unqualified satisfaction when they drive in the back door 
for service, enduring success is impossible. 


As a distributor, the Albertson Motor Co. is constantly 
checking the efficiency of its dealers shops, because it 
recognizes that, in the eyes of the car owner, the service 
department is the proving ground of a dealer’s worth. 

A luminous example of systematic efficiency in the oper- 
ation of a service department which provides a full meas- 
ure of unvarying satisfaction to the customer, and returns 
certain net profits to the dealer, is offered by the Albertson 
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aintenance 
is Hobby 


Fred 'S. Albertson of Los An- 
geles, Member of Manufac- 
turing Company's Board, 
Insists Every Repair Job Be 
Ready When Promised and 
Satisfy the Customer 





By ROY ALDEN 


The courtesy man meets every customer as soon as he drives 
into the Albertson service department and assigns him to a 


stall where a service salesman waits on him 


company. Besides the main shop at the headquarters 
plant of the company, three branches are maintained in 
convenient neighborhood locations where well-equipped 
shops are operated in conjunction with car selling depart- 
ments. The office of service superintendent is regarded 
by the Albertson company as one of the most important 
executive positions in the organization, and it is ably occu- 
pied by R. W. Seltzer, who, incidentally, is president of 
the Service Managers’ Association of Los Angeles. 


More than 32,000 jobs were handled in the Albertson 
shops last year. Of these, 24,179 were performed at the 
main shops, making an average of 465 a week, or 78 a day. 
Forty mechanics, a shop foreman, a shop superintendent, 
five service salesmen, two testers, and a “courtesy man” 
are regularly employed at the main shop. 

We can properly start in with the purpose and activities 
of the so-called “courtesy man” in gaining an appreciation 
of the Albertson system. It is the duty of this employe t0 
promptly greet every customer that enters the service 
department. He ascertains if the customer desires some 
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Service 


Dealer- 


service, and then assigns him to a stall, informing him 
that a service salesman will shortly take care of his wants. 
At the same time he makes a notation on a report blank 
he carries of the license number of the car and the time 
of arrival. If there is a service man immediately available 
he assigns him to wait on the customer right away. When 






Main building of Albert- 
son Motor Co., Dodge 
Brothers dealer and dis- 
tributor at Los Angeles 


R. W. Seltzer, service 

superintendent of Albert- 

son Motor Co., and presi- 

dent of Los _ Angeles 

Service Managers’ Asso- 
ciation 


all service men at the time are engaged with other cus- 
tomers, he notes the order in which the new customer 
is “up.” If there are no others waiting, he is “first up.” 
If there is another waiting, he is “second up” and so 
on—the same plan as is followed in a barber shop. When 
a Service man finishes with one customer, he reports back 
to the courtesy man for reassignment. 


. During particularly rush periods the courtesy man keeps 
circulating around among the customers-in-waiting parked 
In stalls, relieving their impatience by advising them that 
they will soon be taken care of. No customers are left 
roaming around wondering when they will receive atten- 
tion, or whether some other fellow who came in after 
they did will horn in ahead of him. The courtesy man has 
nothing else to do but to greet all incoming customers 
and to see that they are waited on in order as quickly 
as possible. He writes up no orders himself. At the end 
of each day he submits a report showing the license num- 
bers of all cars that came into the shop, the time in, 
the time waited on, the time car was put into shop, and 
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of Dodge Brothers 


irector 
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the service man who waited on each customer. 

“One of the most important factors making for cus- 
tomer satisfaction is promptness in receiving and waiting 
on the owner when he comes in,” says Mr. Seltzer. “Be- 
fore we installed our courtesy man, complaints were re- 
ceived almost every day about lack of prompt attention, 
or others coming in later being waited on first. Further, 
there was bound to be congestion, because when all service 
salesmen were engaged there was no one on hand ready 
to direct them to a certain stall.” 

The first thing every morning Supt. Seltzer analyzes 
the courtesy man’s daily report for the previous day, 
checking the “time in” and “time waited on” of each 
customer, also the “Time car put in shop.” A study of 
several of these reports listing hundreds of customers 
revealed that the maximum wait of any one customer 
was 6 minutes. These daily reports are kept on file and 
should any complaint be received about lack of immediate 
attention the record of the customer’s call can be looked 
up and the exact elapse of time spent in waiting for a 
service man is revealed. 

Mr. Seltzer declares that the position of service sales- 
man is one of the most important in any dealer’s organiza- 
tion, because the service salesman comes in more frequent 
contact with more present owners, and consequently with 
more prospects for new cars than any other representative 
of the house. He not only must insure the complete satis- 
faction of the customer, but he must also do justice to 
his employers in maintaining the shop on an efficient and 
profitable basis. 
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“We never hire a service salesman from the outside,” 
says Mr. Seltzer. ‘“‘All our men are graduates from our 
shop, who are picked for their thorough mechanical abil- 
ity, their personality, personal appearance, and their ap- 
preciation of the value of the smile and never-failing 
courtesy. A service salesman must be what he is called 
—a salesman. But he must be absolutely honest in his 
salesmanship, selling the customer only what he needs, 
but making every effort to sell that. Lack of salesmanship 
on the service floor has not only been one of the principal 
causes of dealers losing money in their shops, but it has 
also been responsible for higher maintenance costs for 
the customer than are necessary. When a service sales- 
man sells a customer every repair operation that should 
be done on his ear, he is helping that customer to keep 
down his maintenance expenses, and he is raising the 
profit return of the department. 


“It is, of course, readily apparent that a customer’s 
repair bill will be less when he has all work done at 
the one time, rather than coming back four or five times 
for various individual jobs that could and should have 
been done at the first visit. And, on the other hand, it 
is equally as apparent that it costs the dealer less to re- 
ceive the customer once, and do all the work he needs 
at the one time the car is in the place, than to receive him 
four or five times, write up as many different orders, and 
to send the car to the shop on as many different occasions 
within a comparatively brief period. 


“Every owner has a reason for driving into a dealer’s 
service department. That, of course, is evident, or he 
wouldn’t be there. And the service salesman should ascer- 
tain that reason. But he should not stop there. He must 
satisfy himself as to exactly what is the trouble that 
prompted the customer to drive in, and then he must 
correctly identify and explain to him all other repairs, 
if any, that are necessary. The customer should never 
be given the impression that the service salesman is en- 
deavoring to boost his bill, but, conversely, should be 
impressed with the fact that the latter is interested in 
keeping down the customer’s maintenance cost. 

“Our average shop order last year was $12.35, includ- 
ing labor and material, and I think that in our department 
of the automotive car field this should be a fair quota. 
Of course, the $12.35 is strictly an average, distributed 
over thousands of jobs on cars of various ages and with 
various mileage.” 

There are two different shop order forms used by the 
Albertson Company. One is a small form used only for 
minor jobs, while the other is a larger form used for 
listing major operations. No pay work is done on the 
ground fioor. With the exceptions of small adjustments 
for which no charge is made, all cars must be sent to the 
shop, which occupies the entire second floor. Mr. Seltzer 
says that only by clearing cars to the shop in the least 
possible time can the service floor be kept free of conges- 
tion. 

“Our service salesmen keep in regular touch throughout 
the day with the shop foreman on the amount of work in 
the shop and the number of productive hours remaining 
to be sold,” explains Mr. Seltzer. “One thing we carefully 
guard against is making promises that cannot be fulfilled. 
If our available productive labor hours are sold out for 
the day, our service salesmen sell the customer on making 
an appointment for another day. One of the problems in 
any dealer’s shop is to distribute available shop work over 
the various days of the week, and to even up the curves. 
To do this requires salesmanship on the part of the service 
salesmen. 

“‘We have made a complete analysis of the shop business 
we handled last year to guide us in bringing about a more 
equal distribution of patronage this year. This analysis 
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Daily report of courtesy man showing time customers have 
to wait 


shows us by months, weeks and days, when we have our 
peak period, and reveals the periods when we must bring 
in more work to keep the shop busy.” 

Just as Mr. Seltzer makes a daily check on the time 
every customer had to wait before receiving attention 
from a service salesman, he also makes a check of another 


report to determine if any promises had not been fulfilled. | 
Every instance when a car was not ready for delivery | 


when promised requires an explanation. 

The Albertson mechanics are paid on a flat rate basis 
according to the amount of work they do. As the jobs 
reach the shop, the foreman assigns them. After a job 
is completed the car is turned over to a “car cleaner.” 
The mechanics do not clean the cars after they have fin- 
ished a job. Of course, they are expected to keep a car 
as clean as possible while at work on it, but once they 
have finished, they do no clean up work. Mr. Seltzer says 
he has found it decidedly advisable to center responsibility 
throughout his shop organization, and that returning cars 
in a clean condition to their respective owners is regarded 
as something that requires definite responsibility. 

“Since we inaugurated our plan of having special car 
cleaners in our shop about a year ago,” he said, “we have 
not had a single complaint registered with us about a car 
being returned with dirt or grease on it, and during this 
period we handled more than 24,000 cars. This showing 
would seem to indicate the value of having special clean- 
ers and fixing responsibility.” 

After the cleaner finishes with a car, he drives it to 
a space set aside on the shop floor for the tester. Every 
car that has been repaired in the Albertson shops is road- 
tested. The unqualified policy of the Albertson company 
is that every job must be thoroughly done, and the tester 
must determine that it has been so performed. No car 
is released for return to the owner until it has been road- 
tested. When the tester Okehs a job he accepts the re- 
sponsibility for the efficiency of the work entering into the 
job. The Albertson Motor Company stands squarely be- 
hind its shop work with a 30-day guarantee. After the 
tester notes on his report what time he approved the job, 
the shop repair order and any invoices from the parts 
department, or accessory department, are sent to the bill- 
ing clerks. No car is sent down to the main floor to 
await the call of the customer until the bill is ready to 
go with it. All billing is handled from an office in the 
shop. 

“To have the bill ready is just as important as to have 
the car ready when the customer calls,” says Mr. Seltzer. 
“If a customer sees his car standing on the service floor, 
and yet is asked to wait for the bill, he becomes impatient. 
But if he doesn’t see his car until the bill is ready, he 
will be in a better frame of mind to wait. I am referring 
to the customer who calls back ahead of the promised time. 


(Continued on page 32) 
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New home of Springfield Buick Co., Springfield, Ill. 





Kighteen Years 





' 18 years a Buick 


Illinois 


A. H. Pene itt. j 
de ler 


a Buick Dealer in Illinois 


Springfield Man Started with Two-Cylinder Model in 1908 and Has Sold 
Same Make Continuously with Increasing Success 


By W. F. DAGON 


H. PENEWITT, of Springfield, Ill., has been a 
Buick dealer for 18 years. He signed his first 
Buick contract in 1908 and has continually 
represented the line every since. 

In 1908, Mr. Penewitt came to Springfield from Easton, 
Ill., and received his first demonstration of a Buick car 
at the hands of R. W. Haas, president of the Springfield 
Auto Dealers’ Association, and one of the real pioneers 
in the automobile business. Mr. Penewitt states that the 
fine ride he received convinced him that he too should 
become an automobile dealer. 

So impressed was Mr. Penewitt with the performance 
of the Model F two cylinder Buick that he journeyed to 
the Chicago Buick branch, bought a car and assumed the 
agency for the Buick franchise in Easton, Mason City, 
Havana and Manitou. He established headquarters in 
Easton. 

The first year he was in business Mr. Penewitt retailed 
three Buicks. He could have sold a few more had the 
Chicago branch been able to supply them. In 1908 the 
Buick, with planetary gear, sold for $975. The larger 
Buick, known as Model 17, sold for $1750. 

The lowest price Buicks sold for at that time was $950. 
This was in the season of 1908-09. Cars were two cylinder, 
planetary gear, and came without windshield, top, lamps, 
etc. All of these things were classed as extras. 

Mr. Penewitt was so strong in his faith of the Buick 
and was so persistent in the selling of them that in the 
first five years he was in business he sold more Buick cars 
In the territory he represented than all other dealers 
Selling all other makes then on the market. 
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In 1919, following the death of Mr. A. B. Johnston, 
Springfield Buick dealer, Mr. Penewitt came to that city, 
and together with Mr. A. J. Dohle formed the Springfield 
Buick Company, with headquarters at 414 South Fourth 
Street. The firm prospered from the very beginning and 
in a short time moved into a fine new building, erected 
especially for them, at 410-12 South Fifth Street. 


In 1924 Mr. Penewitt purchased the interest held in 
the Springfield Buick Company by Mr. Dohle, who had a 
hankering for California, and immediately went after 
business, hammer and tongs. The result was that 1925 
was the greatest year Buick ever had in Springfield, and 
certainly the most prosperous year Mr. Penewitt had yet 
enjoyed. 

Mr. Penewitt is going even better in 1926 than in 1925. 
He has sold 30 per cent more Buicks up to this time this 
year than he delivered for the same period last year. 

The Springfield Buick Company controls the rich terri- 
tory of Sangamon county, all of Menard county except 
one township and most of Christian county. There are 
sub-dealers at Athens, Petersburg, New Berlin, Ashland, 
Taylorville and Mt. Auburn. 


Mr. Penewitt is modest about the success of his com- 
pany. He attributes his growth to the service given to 
his patrons by the men back in the shop and by the atten- 
tion paid to customers by his very efficient employes. From 
the very beginning Mr. Penewitt has impressed on his 
service men that they can be responsible for the sale of 
more cars than the men out in the salesroom. With that 
thought uppermost in the minds of all shopmen and 

(Continued on page 32) 
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Grinding Valves to} 








Defined in the Accompanying Article for Some 1926 
Models of Passengers Cars 


Se en $16.00 
Ee ee ee ee ne ee ee Te 19.95 
a a ee a ae ETT 6.00 
III: snsinsticrdscicniieminiin societies ita iinet eal 8.95 
ee Te ET eee Re ee ee ee 14.85 
rere renee emer en renee am EI meer 20.00 
Cee ee ee Teme 12.95 
Ne ee eee 3.75 
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aia alle 12.45 
RE ECE eae ene eee eae er 12.00 
Ee a Te 14.70 
ELT ER TR OT A TT 12.00 
RN a NT eT TT 13.40 
TET CT AAT TE NT ECT 14.75 








established by most manufacturers and _ service 

stations, and make money, there are several things 

of vital importance to be considered. Any 
mechanic can get the job out in sort of fashion, and if 
given enough time, but this is not the kind of job that 
will make a satisfied customer or money for the shop 
owner. Both of these are most vital. The number of 
customers must be steadily increased in order to make the 
business a growing one, and the shop owner must make 
money in order to meet his overhead and meet the 
mechanics pay roll. 


I order to grind valves to meet the flat rate, now 


Locate the Trouble 


The customer may enter the shop with the idea in mind 
that the carburetor needs adjusting or that the push rods 
need adjusting, or he may believe almost anything to be 
out of order. If the service man is on the job, he will 
look over the engine carefully. Let us suppose that he 
finds the tappets are noisy. The first thing many a service 
man does is to tell the owner that the noise is due to 
loose tappets and proceeds to write up an order to adjust 
them. THAT SERVICE MAN DID NOT DIG DOWN 
TO THE BOTTOM OF THE TROUBLE TO FIND OUT 


How to Sell and Do a Complete Re- 
conditioning Job That Will Sat- 
isfy the Customer and Make 
Money for the Shop 


ByJ.R. BAYSTON 


WHAT CAUSED THEM TO BE NOISY AND WHEN | 
THEY WERE LAST ADJUSTED. | 

That, Mr. Shop Owner, is a mighty big thing in the 
repair business. Find out the cause of the trouble and 


- remedy the CAUSE. Don’t just fix up the EFFECT. 


Selling the Job 

The service man should at once ask the owner when 
the valves were ground last, and when the tappets were 
last adjusted. If they have not been ground for some- 
time, say 2000 to 5000 miles, and the tappets have been 
recently adjusted several times, then the service man 
should enter the role of a salesman. It is up to him to 
sell the owner a valve grinding job as the indications are 
that the car needs it. 


The average car owner realizes that his engine has 
valves, but he does not know when they should be ground, 
unless the car shows considerable loss of power. MR. 
SERVICE MAN !—explain to the owner the function of 
the valves. Tell him about the way burnt oil and carbon 
accumulate around the valve stems, especially the exhaust 
valves, and that this accumulation, shown in Fig. 1, often 
times makes it impossible for the valve spring to pull the 
valve all the way down to its seat. 


If the valve does not close all the way, then there 
would be too much clearance between the valve stem and 
the push rod. It is also true that a small piece of carbon, | 
not more than 4 or 5 thousandths of an inch in thickness | | 
may lodge on the face of the valve when it is open and, 
when the valve is closed, cause the valve clearance to be | 
that much greater and make a click, or tappet noise. | 

It is also true that the push rod adjusting screws and 


Fig. 4. A convenient layout of tools and equipment for flat rate valve grinding and venuniiistenine 
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Fig. 2. A speedy type of valve lifter 
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the ends of the valve stems wear to a certain extent, but 
it should be seldom necessary to make adjustments on this 
account. 

When selling the job tell the owner exactly how much 
the job will cost. That is one of the big advantages of 
the flat rate system. It saves a lot of arguments when the 
owner comes to pay the bill. He will know the exact 
amount of the bill, and will very seldom have room for 
complaint. If, after the job is down, and it is discovered 
that other work should be done, get in touch with the 
owner before going ahead with it. This will save an 
argument when the owner pays the bill. 


Explain the Complete Job 

When quoting the price of the job be sure to tell the 
owner all about the things that the job includes, such as 
inspecting the ignition points, removing the sediment from 
the carburetor and vacuum tank, putting the valves in 
perfect condition, adjusting the carburetor and cleaning 
the spark plugs. This gives the owner the idea of a complete 
job and he will feel that he is getting his money’s worth. 
The time involved to do these little things is so short that 
it can be well charged to the building of good will, an 
investment that will bring big returns. 

Also tell the owner that if, upon inspection, it is found 
that the ignition points should be renewed the charge for 
this service, including material, will be $3.00. I say $3.00 
because it is an average figure that can be used on any car 
where the list price of the points is $1.50 or less. 

When the above points are brought out to the owner 
the service man will have little trouble in selling him the 
valve grinding job. The work order is then written up, 
making sure that the customer’s phone number is on the 
order. This is very important as it may be necessary to 
call the owner and report the condition of the cylinders 
after the cylinder head has been removed. A number 
of piston ring jobs can be secured in this way, and when 
properly handled, real profit can be made on this kind 
of a job. 

Shop Equipment Important 

So much so good. The job is landed and it is now 
up to the shop as to whether money is made or lost on 
the job. This will be determined by the system, equip- 
ment, and workmanship in the shop. 

When the car is rolled in its stall near the valve grind- 

ing bench, start the water draining in a flat pan. Do not 
let the water run on the floor as it causes dirt to accumu- 
late and it is hard enough, at the best, to keep the cus- 
tomer’s car clean for delivery. While the water is drain- 
ing remove the hood, and with speed and rachet wrenches 
remove the bolts and nuts holding the cylinder head in 
place. This operation should not require more than 10 
to 30 minutes on the average car. 
_ The proper valve lifter should be selected when the job 
ls Started. There are a number on the market, the type 
shown in Fig. 2 being a very speedy tool. Valves that 
can not be reached with this tool, can genepally be reached 
with a short one such as the type shown in Fig. 3. Re- 
move the valve keepers, leaving the valves and valve 
springs in place. 


Inspect for Oversize Stems 


It will now be necessary to determine whether or not 
the old valves can be used on account of valve stem and 
guide wear. If, after the valve spring keeper has been 
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Fig. 1. A tappet adjustment frequently is useless unless 
valve stems are cleaned of accumulated carbon 
Fig. 3. In some cases a valve lifter of this type is required 
Fig. 5. Wire brush used in electric drill for cleaning carbon 
from valve ports 
Fig. 6. Even after reaming the valve face is not perfectly 
smooth. A shows in an exaggerated way how it still has 
hills and valleys. Polishing with a reseating stone will 
leave it perfectly smooth as in B 


removed and the valve lifted to about the top of its normal 
lift, and considerable looseness is present, say 12 to 15 
thousandths of an inch, then it will be necessary, if a 
first class job is required, to either replace the valve stem 
guides, or if it is not the replaceable type, to ream out the 
stem guides to 1/64 in. oversize and install a new set of over- 
size valves. Sometimes a new set of standard valve guides 
will fit into the old guides due to the fact that the stem 
may have received most of the wear. 


Layout of the Equipment 


The layout suggested for the valve grinding department 
is shown in Fig. 4. No. 1 is a power valve refacer. There 
are a number of makes of these machines on the market, 
almost any one of which will produce a satisfactory job.if 
the machine is properly adjusted and operated. This can 
be done with a little practice. The rotary wire brush 
buffer, No. 2, mounted on the end of the bench, is used 
to clean the valves. Make sure they are thoroughly clean 
around the stem just above the point where the stem rubs 
in the valve guide. Next to the buffer is a 2x6 block 
drilled with about 12 % in. holes to receive the valves 
after they have been cleaned. 


Inspecting Old Valves 


When the complete set of valves is in this block, each 
valve should be carefully inspected for stem wear, burned 
stem, head warpage, and bent stem. Sometimes the valve 
will look to be all right as far as warpage is concerned, 
until it is placed in the refacing grinder. There it may 
prove to have a bad head on it and must be discarded. 

After all defective valves have been disposed of, the 
next step is to see that all valves are marked. If they 
are not drop the valve to be marked in the % in. hole 
in the bench at the side of the grinder and mark the 
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valve with a number die as near to the center of the 
valve as possible. 
the possibility of bending the stem. 


Refacing the Valves With a Grinder 


The next operation is the refacing process for the old 
valves. Before putting the valve in the refacer chuck, 
make sure that the grinding wheel is true and properly 
dressed. Hold the meaty part of the thumb lightly on 
the grinding surface of the wheel and pointing toward 
the direction of rotation of the wheel. If the wheel is 
loose in the arbor or out of true the surface will feel 
rough or wavy. But if it is perfectly true it will feel as 
smooth as velvet. If not true dress the wheel with a 
diamond dresser. When the wheel is in this condition a 
mirror like surface on the valve face can be secured. When 
refacing steel valves hold a piece of chalk on the cutting 
surface of the wheel before the final cut. This seems to 
fill up the pores of the wheel so that the cutting will 
not stick in the wheel and scratch the surface of the 
valve. This chalk application will produce a very high 
polish on a steel valve. 

Grind down the end of the valve stem about the same 
amount that was taken off of the valve face. This will save a 
great deal of time in the adjustment of the push rods, in 
fact the car can go out without tappet adjustment if they 
are plenty loose and the final adjustment made at the 
end of 500 miles. With a little practice this grinding 
operation can be done very accurately. 

After the valves are refaced place them in the block 
drilled to receive the finished valve, found to the left of 
the grinder. Several of these blocks should be made, one 
of them being on the running board of each car whose 
valves are to be ground. Place the valves in order in 
the holes so that if there are no numbers on the valves, 
after they have been cleaned, they can be properly marked 
and replaced in the same valve hole. This will also save 
time in tappet adjustment. 

While these operations have been going on another 
mechanic is working on the block, removing the carbon 
from the pistons, cylinders and cylinder head, and getting 
the seats and valve stem guides ready to receive the 
reconditioned or new valves. 

The first operation, if the old valves are to be used, is 
to select the proper size valve stem guide cleaner. Use 
a cleaner the same size as the valve stem. Place it ina 
14 inch electric drill and remove the carbon in the valve 
stem guides by pushing the tool in and out of each guide 
several times. 

If new oversize stem valves are to be used, do not ream 
the guides until the seat has been refaced, unless over- 
size pilots for the refacing tool are available. 

‘Next clean the carbon from the valve ports. A small 
stiff brush, as shown in Fig. 5 is mounted in the % in. 
electric drill and pushed down into the valve port. This 
should be done before the valve seat is refaced so that 
there will be no chance of marring the seat. 

The seat is now ready to be refaced. A refacing reamer 
is first used until all of the pits on the seat are removed. 
The seat, from all appearances, may now seem to be free 
from all chatter marks, but if more time is to be saved, 
it is necessary to go through another operation to produce 
a perfect seat. The reseating stone is now brought into 
play. 

Select the proper size of stone and arbor. Chuck the 
arbor in a 4 in. high speed drill, and, with the stone in 
position, touch the valve seat lightly, using PLENTY of 
kerosene on the stone to flush the cuttings from the work. 
Then remove the stone and carefully examine the seat. 
Polished spots will be noticed where the stone has touched 
and cut the seat. This clearly indicates that, while the 
reseating reamer may not have chattered, the surface 
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Marking near the center will eliminate 


was not left smooth. The surface, before grinding with 
the stone was as in “A” Fig. 6. Here the seat of the 
valve is represented by a line instead of a circle. In 
“A” Fig. 6 notice the “hills” and “valleys” in the seat. 
These can be taken out so that the seat will look like “RB” 
Fig. 6, either with grinding compound or with the seating 
stone. The stone process leaves a polished surface, one 
that the carbon will not adhere to readily. Continue the 
grinding operation with the stone, using plenty of 
kerosene, as this is the secret of the cutting operation, 
until the entire surface is polished. If more pressure is 
used, use more kerosene. 

When the above process is carried out, it is unnecessary 
to remove the valve springs from the block, neither is it 
necessary to loosen the tappets. 

The dirt trap on the carburetor should now be removed 
and cleaned, also the vacuum tank drained. Then inspect 
the ignition points. If they are pitted, it is always advis- 
able to install new points. Refacing of points is not, as 
a rule, satisfactory, unless the shop has a special point 
grinder. When the time taken to reface the points is 
compared with the cost of the new points, I am sure 
that the average shop owner will agree that the most 
profitable deal for both the car owner and the shop is 
the installation of new points. 


Tests Satisfactory 

Numerous tests have been made on valves ground with 
this system and the results were entirely satisfactory. 
A Buick cage valve, after being ground in the above 
manner, was set on the bench without the valve spring 
on, and the cage filled with kerosene. After about 30 
minutes the edge of the valve was only moist, proving 
that the seat was as near perfect as possible. 

The reseating stones can be chucked in the valve re- 
facing grinder and the cutting surface resurfaced and cut 
at exactly the same agle as the valve that is being refaced. 
A number of refacing operations can be done on one stone 
before it is worn out, as the stone is very hard. The 
stone should not need refacing unless there is a ridge 
worn in its face or, unless the workhead holding the 
valve in the grinder has been shifted to grind push rods 
or valves of another angle face. 

Shops using this system find that when working on a 
flat rate basis, a greater profit can be made than on 
the old hourly basis and at the same time the customer 
has a good job and will come back for more work. It 
is also a good plan to leave the tappets a little noisy when 
the job leaves the shop, explaining to the customer that 
this looseness will allow the valves to seat better. Tell 
him to drive in after about 500 miles of travel and you 
will give the valves the final adjustment free of charge. 
This brings the customer into your place of business again. 

Always use a new cylinder head gasket. When the 
motor is warmed up tighten down the cylinder head bolts 
and to make final adjustment on the carburetor, check 
over the entire job and above all see that the steering 
wheel and shift lever are not covered with grease. 





To Study Cost of Horse and Tractor in Threshing 

Cost of harvesting by horses and tractors will be worked 
out in comparison with the operation of binders, headers, 
and special machines and the total cost of harvesting and 
threshing each crop for different yields and acreages and 
sizes of machines will be ascertained by the Bureau of 
Plant Industry, Agricultural Economics and Public Roads 
in co-operation with State agriculture agencies, it is an- 
nounced by the Department of Agriculture. The investi- 
gation is to begin near Enid, Oklahoma, and will be car- 
ried on in the Panhandle of Texas, one area in Kansas, in 


western Nebraska and in the Judith Basin section of 
Montana. 
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M. Jewett 


Sees Service Influence 
in 95 Per Cent of Sales” 


President of Patge-Detroit Motor Car Co. Declares Dealers Must Give 
More Attention to Maintenance Departments 


SSERTING that 95 per cent of 

all car sales are influenced di- 

rectly or indirectly by the 

service department, H. M. 

Jewett, president of the Paige-Detroit 

Motor Car Co., outlined his views of 

maintenance in an address before the 

service managers of the National Auto- 

mobile Chamber of Commerce at their 
recent meeting in Detroit. 

“The location of the service depart- 
ment and the management of the space 
it should occupy are now receiving 
much more consideration in the design 
of new buildings than ever before,” Mr. 
Jewett said. “Recently, a distributor 
in a large eastern city was discussing 
plans for a new building, and when I 
asked as to the proposed location, his 
answer was that the location or size 
of the show-room was a secondary con- 
sideration—what he wanted was a con- 
venient and well laid-out service sta- 
tion, with plenty of room; and then he 
would get the sales, regardless of the size or appoint- 
ments of the showroom. 

“Right now, many dealers have remodeled their build- 
ings to enlarge the service department and provide a more 
advantageous arrangement of men, material, and equip- 
ment. Thousands of dollars have been invested in time 
and labor-saving machinery and equipment. Repair parts 
stocks have been enlarged, and more systematic records, 
kept. Outside competition for repair work has been dealt 
with. The prices charged for repairs are more moderate, 
the quality and the quantity of the work have been im- 
proved, the flat rate plan has been adopted throughout 
the entire country. I want to say right here that the 
flat rate basis of compensation to mechanics is the great- 
est thing in the industry today. It not only reduces the 
maintenance cost to the car owners, but also increases 
the efficiency of the workmen; and at the same time im- 
proves the quality of the work. 

“The success of the automotive industry has been very 
largely due to the immense production, which has been 
made possible, to a large extent, by the piece work system 
and the bonus plan adopted by many manufacturers. 
The incentive offered by this method of compensation has 
resulted in efficiencies undreamed of a few years ago—yet 
at the same time, the wages paid to workmen are so 
high as to cause wonder in other parts of the world. 

“The flat rate plan offers the most satisfactory means 
of combating any labor unrest, because it provides the 
skillful workman with a means for increasing the size 
of his pay envelope. The deficiencies of the incompetent 
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H. M. JEWETT 


President Paige-Detroit Motor Car Co. 


mechanic or the shirker are so glaring 
that such men usually leave shortly 
after the flat rate plan is adopted. 

“The value of all these improvements 
in service cannot be over-estimated, 
but there is still a great need for 
further improvement. The primary 
purpose of the Service Department can- 
not be accomplished unless there be a 
properly trained personnel, good equip- 
ment, a correct system with which to 
handle the work expeditiously and to 
insure fair and equitable treatment to 
all. Unless the repairs are effective 
and permanent and the charges reason- 
able, we cannot hope to create satisfac- 
tion. And, Gentlemen, I want to say 
right here, that fully 95 per cent of 
sales are indirectly traceable to the 
Service Department. 

“I would speak, at this time, of those 
departments in service without which 
all efforts to create confidence, estab- 
lish good will, and maintain prestige, 
must fail. No doubt they have not received the considera- 
tion they deserve, because they are somewhat intangible, 
having to do with the intellectual, and to some extent, the 
spiritual aspects of service. What is probably the real 
explanation, is that many dealers still regard the Service 
Department as a necessary evil, and have not given to it 
the time and thought it rightly deserves, not only as an 
effective means to create good will and promote sales, but 
as a direct source of revenue. However, it remains that 
service is a vital issue today, and no dealer can hope to 
build up his business successfully without devoting a great 
deal of thought and effert toward improving this very 
important department of his business. 

‘We must remember that although an owner may be 
in the showroom only once or twice during his owner- 
ship, he calls upon the service department far oftener— 
not only he himself, but also his wife and his family. 
And it is important, therefore, if his good will is to be 
retained, that the Service Department shall invite rather 
than repel. 

“How often have we gone into a service department, 
and after waiting for some time, have been greeted by 
a grimy mechanic, who inquired what your trouble was; 
usually we were in a bad frame of mind, and upon such 
a greeting, we did not hesitate to unburden our troubles, 
whether they were real or imaginary. Then when we 
went further, and found a shop littered with old material, 
the floor and benches covered with old parts and grime, 
it is only natural that we began to doubt the ability of 
(Continued on page 32) 
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ARKED improvements in chassis 
M and body design characterize 

the new Oakland Six, the chassis 
changes being made to give smoother op- 
eration while the improvements in bodies 
enhance the appearance and add to con- 
venience, comfort and luxuriousness of 
trim and upholstery. This model is 
known as the “Greater Oakland Six em- 
bodying 77 refinements. 

Smoothness of driving operation has 
been increased with a change in the 
harmonic balancer and the use of a spe- 
cial type of rubber lined joint connect- 
ing the transmission to the propellor 
shaft. The harmonic balancer for the 
1927 production utilizes two coil springs 
at either side of the pivot pin in place 
of the leaf springs which were employed 
when the balancer was first announced. 
This new arrangement makes the bal- 
‘ ancer more sensitive and while it is 
lighter it imparts the same _ effect, 
responding more readily to the torsional 
impulses set up in the crankshaft. 

The rubber insulated drive joint at the 
rear of the transmission is of unique con- 
struction, combining the positive char- 
acter of the metal universal with the 
cushioning effect obtained from fabric 
type joints. The upper view in the il- 
lustration which shows this joint gives 
an idea of the relation of the various 
parts when the joint is assembled. In 
the center is the splined sleeve into 
which the propellor shaft fits. This 
sleeve is driven by the rubber member 
which surrounds it and which is made 
in sections as indicated in the sketch 
below where the parts are shown dis- 
assembled. Each of the four rubber 
pieces, which when assembled completely 
envelope the center splined member, con- 
tain a notched surface which engages 
with the raised web in the driving mem- 
ber shown in the lower left hand view. 
The whole construction is such that there 
is no metal contact in this joint which 
transmits the engine power to the rear 
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This view shows pleasing effect of the 
new full crowned fenders 


New type harmonic balancer found on 


the 1927 Oakland cars 


axle. This joint is made by Muncie 


Products. 


The operation of the double filament 


lights, which deflect the beam of light 
downward on meeting an approaching 


car, is made simple by the use of a foot 


operated switch mounted on the floor, 


just at the left and slightly below the 





Assembly and details of the rubber 

cushion joint used at the rear of the 

transmission to reduce noise and ab- 
sorb shocks 


clutch pedal. This makes it possible to 
keep both hands on the wheel while pass- 
ing another car, the pressure of the left 
foot on the button serving to switch the 
current from one filament to the other 
in order to deflect the light down on the 
road and out of the other driver’s eyes. 
This switch is of the rotary ratchet type 
so that its repeated operation alternately 
lowers and raises the light beam. 

Fuel is fed to the engine through a 


Features of 


Chassis Structural Changes Include 
Rubber Cushion Drive and New Type 
Harmonic Balancer. Bodies Show De- 
tail Refinements 


A single adjustment is provided on 
the new Marvel carburetor making 
ideal accelerating conditions possible 
for both summer and winter driving 


Marvel A-2-3 carburetor which has but 
One adjustment. This is a large screw 
just above the float chamber, chiefly 
effective in giving proper conditions for 
acceleration. When changing weather 
or climatic conditions affect the carbure- 
tion, this screw can be operated either 
by the owner or by the service station 
in order to give best possible results. 
Simplicity of adjustment is also secured 
by a small lever on the float chamber 
cover. This has two settings, one marked 
for “winter” the other for “summer.” 
The proper functioning of the carburetor 
is not endangered, even when this ad- 
justment is made by an inexperienced 
person. In the same illustration which 
shows the carburetor will be seen the 
air cleaner, with settling chamber which 
is dumped occasionally to remove dirt 
which has accumulated. The construc- 
tion of the exhaust and intake manifolds 
for providing heat for the fuel is also 
shown in this view of the right side of 
the engine. 


Body Refinements 


In the 1927 bodies there are a number 
of refinements. In the Landau Sedan 
which lists at $1,295, for example there 
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By L.S. GILLETTE 


have been changes in the interior ap- 
pointments which include the fitting of 
regulators to the rear windows. New 
colors are used in finishing the two door 
sedan which now replaces the coach. 
New roof lines also give the body more 
symmetrical lines, the price remaining 
unchanged at $1,095. On the roadster two 
optional color schemes are offered, the 
price being $1,175 as heretofore. Dimen- 
sions of the Landau Coupe have been 
changed due to an increase of six inches 
in the overall body length. This in- 
crease in length has been utilized in 
providing additional storage space and 
to give better deck lines. The rear deck 
door is also removable to make it possi- 
ble to carry bulky packages. The in- 
terior upholstery is in Spanish leather. 
The price remains unchanged at $1,125. 

All models now have new type full 


The smoking set recessed into the 
back of the front seat is a new fea- 
ture found in the three sedan models 


crowned fenders which with the new 
lines and color schemes give a very 
Pleasing effect. The sport phaeton fin- 
ished in two tone colors replaces the pre- 
vious touring model. This car uses the 
double belt effect. The upholstery is 
Spanish grain shark leather. Bumpers 
and windshield wings are supplied as 
Standard equipment. The four door sedan 
embodies similar improvements to those 
incorporated in the other Fisher built 
closed bodies. It still lists at $1,195. In- 
Cluded in the refinements which en- 
hance the appearance of Oakland cars 
for 1927 are new style hub caps and 
nickle plated Tilt-Ray head lamps on all 
models. A smoking set recessed into the 
back of the front seat is also an innova- 
tion found in the three sedan models. 


New Camshaft Used 


Quieter operation of the valve gear has 
been achieved through the use of a new 
camshaft and new valve spring retainers. 
A quieting curve giving constant valve 
lifter acceleration from top to bottom of 
valve travel has replaced the quick rise 
and fall contour of the previous cams. As 
shocks are absorbed by the new cam con- 
tours due to a more gradual application 
and relief of pressure on the cam fol- 
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Driving light control is effected with 
this foot operated button at the left 
of the clutch pedal 


lowers, the noise from the valve lifters 
is minimized greatly, and the tappets 
may be set to a clearance of .007 to .008 
in. without developing noise. To provide 
a rigid seat for the lower end of the 
valve springs, the customary method of 
securing the spring retainer by horseshoe 
washers or pins has been replaced by two 
tapered split washers and a machined 
Spring seat washer which forms a much 
firmer mounting for the valve springs 
preventing possible wabbling of the 
spring or uneven pressures on the sides 
of valve stem. The spring retaining 
washer machined on the upper side to 
keep the spring centrally located has its 
center for the valve stem machined to 
correspond with the taper of the split 
washers. The latter seated in the valve 
stem groove have their narrower end 
upward and the pressure of the retaining 


1927 Oakland 
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This view shows the new fenders and 
hub caps which have been adopted for 
the 1927 models 


washer on the split washers has a wedg- 
ing effect which holds the spring seat 
washer firmly on the valve stem. 

Piston pins instead of having a plain 
grind finish are now ground and lapped 
which together with diamond-bored 
bronze bearings in the piston produces 
a 95 per cent bearing surface fit. With 
an increase in the diameters of the pins 
from .75 in. to .917 in., the Oakland en- 
gineers claim the new engine employs 
the largest diameter pins found in pres- 
ent small-bore engines. Additional holes 
also have been provided to insure suffi- 
cient oil reaching the pin bearings. In 
place of the previous compression rings 
employed in the bottom or third groove, 
a Drainoil oil control ring of the slotted 
type and necessitating relief holes 
drilled in the ring groove is adopted to 
carry excess oil back to the crankcase. 
At the same time a new oil relief pres- 
sure valve provided with a _ perfected 
guide for the ball check valve eliminates 
possible vibration of this unit. A change 
in the oil pan in which a cup is provided 
to prevent water being drawn up through 
the intake pipe into the pump eliminates 
possible freezing of the pump in winter 
time. In the crankshaft, the welch plugs 
employed for sealing the oil passages 
have been eliminated and in their place 
oil holes drilled direct through the crank 
webs from one journal to another are 
employed. 

Easier steering is accomplished by in- 
creasing the gear ratio of the Jacox 
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The Landau Sedan listing at 
$1,295. Regulators are now 
fitted to the rear windows 


steering mechanism from 
12.4 to 15.0 to 1 and a more 
rigid method of mounting 
the unit to the frame to- 
gether with larger bear- 
ings and larger half nut. 
The steering wheel and 
throttle control lever have 
been improved while a 
walnut finished horn but- 
ton operating a larger and 
more powerful Remy horn 
is installed in the center of the wheel. To 
make for easier riding at high speeds, 
each wheel assembly is balanced with a 
counter weight riveted to the felloe to 
off-set the effects of the tire valve and 
cap. Weaving of the radiator has been 
reduced by the adoption of a “vee” shaped 
tie-rod of % in. stock which has the apex 
attached to the radiator shell and the 
ends of the “vee” attached to the dash in 
place of a straight single rod. 


A new center frame cross member of 
“Z,””’ section replaces a lighter member of 
conventional section and serves to fur- 
ther reduce frame distortion. Riding 
qualities have been improved by more 
resilient rear springs of thinner section 
and larger curvature. They replace the 
previous springs which had only the main 
leaf of chrome vanadium alloy steel and 
the others of carbon steel. The new 
springs with all leaves of chrome vana- 
dium steel have a lower deflection range 
of approximately 40 lb. Brakes have 
also received attention. To eliminate a 


ts ma 


Bs 


source of squealing the action of the rear 
brake bands and levers’ has’ been 
changed to prevent pinching at the ex- 
treme ends of the bands. It is of in- 
terest to note the running boards are 
constructed without screws, the alum- 
inum trim on the edges of the board be- 
ing secured by a lapped joint. The 
aluminum moulding is allowed to extend 
below the bottom of the board which 
gives a thicker appearance and carries 
out on both top and bottom the unbroken 
lines of the fender flange. 

Color schemes and upholstery ma- 
terials of the respective body models are 
as follows: 

Roadster: 


Devonshire Maroon and El Paso Tan— 
Leather upholstery. 
(optional) Solid St. James gray. 


Phaeton: 


Merrimac Beige and Box elder green— 
Spanish shark leather. 
Standard equipment on these models 





Two optional color schemes 
are offered on the new road. 
ster models 


The two door sedan is fur- 

nished in new colors and is 

upholstered in new wool 

velour. New roof lines en- 

hance the appearance. The 
price is $1,095 


include, Windshield wings, 
front and rear bumpers, 
rear view mirror, auto- 
matic windshield cleaner, 
nickel plated headlights, 
cowl lights and gasoline 
gage on sport roadster. 


2 Door Sedan: 


Dundee gray with black upper structure 
—wool velour upholstery. 


4 Door Sedan: 


St. James gray with black upper struc- 
ture—wool velour upholstery. 


Landau Sedan: 


Peter Pan blue and Robin blue upper 
structure—mohair upholstery. 
Landau Coupe: 

All closed cars have the following 
equipment, Fisher “VV” windshield, au- 
tomatic windshield cleaner, rear view 
mirror, shades, dome light, cowl lights 
and sun visor. All closed cars except the 
coupe are provided with smoking sets. 
Both Landau Sedan and Landau coupe 
are provided with front and rear bump- 


_ers while the Landau Sedan has nickel 


plated headlights. The phaeton model is 
equipped with a folding top and top 
boot. 





Adjustable Chrysler Front Seat 


An adjustable front seat that is adapt- 
able to persons of all sizes is a new 
standard equipment feature of all Chrys- 
ler “70” and Imperial “80” phaetons. 

The front seat frame is entirely free 
of the sides of the car, is mounted on 
rollers and is locked at any desired dis- 
tance from the foot pedals over a range 
of five inches. 

The pin locks are actuated by a single 
trigger near the driver’s heel as he sits 
behind the wheel. By stepping on this 
trigger and pushing back or pulling for- 
ward, he can adjust as desired. 

The hinged back of the seat is ad- 
justable to any position and is held by 
means of leather side straps. 


22 


LOIN 





MRSS Se 
SOR COPE RRERRIOS GO RIRERIONO. SARRTRR NAD aie ee 





ae BS Le SE 
che Mes ; 





Left: Seat moved forward. Right: Rear position 
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They Must Have Cars 

















UNLOADING STUDEBAKERS at the Tampa, Fla., docks 

for the Peninsular Motors Corp. when the rail embargo pre- 

vented land transportation and raised demand for cars to 
the fever point 
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cture FLYING PHANTOM on 
Denver streets during Ro- 
tary convention § brought 
much attention and consid- 
true- erable publicity to the New 
Day Jewett which was 
shrouded as here shown 
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THE START OF AMERICA as well 
as America First is being viewed by 
many tourists this season as the re- 
sult of the new “Indian Detour’ 
highway opened by Santa Fe Rail- 
road interests. A land cruise in 
prehistoric America breaks the mo- 
notony of a transcontinental journey 
through New Mexico 
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OBSERVATION COMPARTMENT adds to comfort of Pacific Coast bus 
riders. This type of bus is built by the Fageol Motors Co. of Oakland, 
Cal. Baggage is stored below the observation compartment 













































Ford Motor Vibration Braces 


EANGUENAT BROS MFG. CO., Linc- 

oln Ave., Franklin Grove, Ill., has 
placed on the market, a pair of braces 
that are claimed to eliminate 90 per 
cent of the vibration in Ford engines. 
The makers also recommend the braces 
to prevent broken crank case arms, and 
front cross members. The high tension, 
oil tempered coil springs, absorb vibra- 
tion without interfering with the three 
point suspension principal of the Ford 
engine. Installation is quickly and 
easily accomplished with one wrench and 
three minutes time. The braces do not 
interfere with any other working part of 
a Ford. 


They are packed ready to install, one 
pair to a box, and a dozen pairs in a 
carton. The price is $2.40 per set, list. 
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Connecting Rod Bolts and Nuts 


ONNECTING rod bolts and nuts and 

connecting rod clamp screws for 
floating type piston pins are being pro- 
duced for the replacement trade by the 
Parts Mfg. Co., 511 Woodland Ave., Cleve- 
land, O. Each connecting rod bolt and 
nut is packed in an individual carton, 
twelve to a box and 24 connecting rod 
clamps screws are -packed in each tele- 
scoped box. The containers of both of 
these parts are plainly marked for identi- 
fication. The manufacturer states that 
connecting rod bolts can be furnished 
for all models of cars, trucks, tractors 
and buses from 1915 on and the con- 
necting rod clamp screw is furnished for 
all models using this part since 1916. 





Universal Windshield Cleaner 
M ANUALLY operated windshield 

cleaners are being produced by the 
Monarch Tool & Machinery Co., 522 S. 
Clinton St., Chicago. These are being 
made in two models, a single cleaner 
which wipes one side of the windshield 
and a double cleaner, which cleans both 
sides. The pressure exerted on the glass 


ACCESSORIES to SHOW and SELL 


by the wiping arm is adjustable and the 
installation is easily made by drilling a 
hole through the top of the windshield 
or by clamping with the extra bracket. 
These cleaners are packed in individual 
cartons and 100 placed in each shipping 
case. Prices: single cleaner $1, double 
cleaner $1.25. 
Milligan Hood Hook 

N the Milligan Hood Hook is a new de- 

vice which is said to eliminate the rat- 
tle of Ford hoods. It is a small piece of 
molded rubber which fits over the end 
of the hook providing a cushion against 
the metal hood. The Milligan Silencer 
comes in sets of four which retail at 
50 cents. They are sold either by the 
dozen or on display cards, containing 30 
sets or 120 Silencers. They are made 
by the Milligan Silencer Co., 63 N. Union 
St., Akron, Ohio. 


Show ’Em and Sell ’Em 

















Single and double models of Universal 
windshield wiper for manual opera- 
tion 

















Inside controlled AutoReelite 
installed on closed car and show- 
ing detachable feature 


















New AutoReelites 


NSIDE control for the AutoReelite for 

closed cars is a complete change from 
the closed car models of AutoReelites 
heretofore shown. In addition to this 
new model another interesting model is 
introduced in the way of a Road Light. 

Both types of lights have the reel fea- 
ture placed within the shell of the lamp 
back of the reflector. Removal of the 
lamp for extension purposes is simple 
and requires only the loosening of the 
convenient thumb screw on the inside 
controlled model and a_ée convenient 
kurled nut on the Road Light. The in- 
side controlled light is easily operated 
from the inside of the car directing the 
rays of light from side to side or in 
an upward or downward direction. A 
convenient switch is part of the light; 
furnished complete with adapter which 
may be suitably cut to fit corner post of 
practically all closed cars. 


Both models are equipped with the new 
corrugated Mazada lamp bulbs. Focus- 
ing of the bulb is provided for by means 
of the small screw at back of the shell 
similar to that in headlights. The Road 
Light is furnished complete with dash 
Switch and flexible armored wire and 
also has ribbed diffusing lens to light a 
greater area. Either models can be furn- 
ished without the reel. It is recom- 
mended that one of each of these lights 
be used on cars either One with the reel 
as the reel makes it possible to detach 
the light and use it for practically any 
emergency. 

Manufactured by Appleton Electric 
Company, 1701 Wellington Ave., Chicago, 
Ill. 

Lox Ford Changes Name 

NNOUNCEMENT is made that the 

name of the Lox Ford Lock Com- 
pany, of La Crosse, Wis., has been 
changed to “K. I. P. Corporation” and 
the name of its lock from Lox Ford Lock 
to the Silent Watchman Transmission 
Lock for Ford Cars.” : 











Jeanguenat vibration braces for Ford 
engine 


Milligan Silencer to eliminate 
rattle of Ford hood 
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Heated Manifold Helps 
Any Car 


Q.—Would like your advice on advisa- 
pility of installing a hot spot manifold 
on Ford cars and trucks. What improve- 
ment does it make in the running of a 
Ford engine, except in causing it to warm 
up quicker in cold weather? Will a re- 
placement manifold having a hot spot 
built into it prevent to a great extent the 
dilution of the lubricating oil by raw 
gasoline working past the pistons on a 
new car or truck, without the use of a 
special carburetor?—E. L. Beebee, Poplar, 
Mont. 

We strongly advocate the use of hot 
spot manifold on any car which is not 
already equipped with one. We believe 
that it is needed in ordinary running as 
well as in warming up the engine in 
the first place. We know of Ford cars 
operating with hot spot manifolds and 
they can use the maximum heat avail- 
able practically all the time. Only in 
touring where the car is driven all day 
long at comparatively high speed and in 
very hot weather is it desirable to shut 
off some of the heat. Otherwise the heat 
can be used all the time and give better 
operation. 

Q.—Do you think an air cleaner on a 
Ford car or truck would pay for itself in 
time, through reduced wear and reduction 
or carbon in the engine, due to the absence 
of road dust? 

It is rather hard to accurately figure 
the cost or the saving effected by reduced 
engine wear. However, when we figure 
that road dust mixed with oil is in the 
nature of a grinding compound we can 
figure that it is certainly going to cause 
considerable wear. This has been dem- 
onstrated on tractors operating in dusty 
fields, where new pistons would have to 
be installed in a remarkably short time, 
due to the wear which takes place on 
account of dust getting into the engine. 
There is much less dust entering the en- 
gine with a car used on concrete roads, 
but even so we think it is worth while 
to install a device of this sort. The 
fact that a high percentage of the deposit 
On the cylinder head is analyzed as road 
dust shows that there is a lot of dust 
Which gets into the oil and of course 
neutralizes its lubricating properties to 
a great extent. 


OVERHEATS? CHECK THE BRAKES 


Q.—Advise whether or not you have 
ever had a complaint on engine over- 
heating after having been rebored as 
much as .050 in. or more oversize. Give 
US your opinion as to whether or not 
thin cylinder walls should produce over- 


heating or would tend to dissipate the 


heat. 


We have a Nash 6 which has been 
rebored to .050 in. over standard size. 
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We have thoroughly checked everything 
including motor pump, fan, ignition, lubri- 
cation, new radiator hose, new radiator, 
and have washed out cylinder block, 
installed Swan manifold on engine, and 
checked the clutch to see that it does 
not slip. We have plenty of spark ad- 
vance and there is no obstruction in front 
of radiator. Engine runs perfectly in 
every respect and after driving five or six 
miles at the rate of 25 miles per hour, 
the water reaches the boiling point.—Jack 
Gardner, Southwest Nash Motor Co., Okla- 
homa City, Okla. 


A similar case on a Hudson car was 
found to be due to dragging brakes. The 
brakes apparently were releasing but the 
shaft in the rear wheels which operates 
the brake band was tight. The remedy 
was to take the wheels off and drive 
out the camshafts, ream out the holes, 
emery the shafts, lubricate them well 
and replace. With all parts of the brake 
system operating smoothly, the trouble 
was overcome. We do not believe rebor- 
ing to an oversize will cause this con- 
dition. The thinner the cylinder walls, 
the easier it is for the heat to get 
through the wall into the cooling water. 


CORRECTION ON FORD CAMSHAFT 

In your answer to Charles P. Hill in 
the May 13, 1926, issue of Motor AcE on 
page 27, you should have told him that 
the new Ford front camshaft bearings 
are shorter by the amount of the notch 
in the old bearing and the front journal 
on the camshaft is the same.—Penning- 
ton’s Garage, Wauneta, Nebr. 
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Scale in Radiator Hard 
To Remove 


Q.—I have a 1923 Superior Chevrolet 
and the radiator is badly coated inside 
with a scale caused by using hard water. 
Do you know of anything that would 
remove this scale? I have used concen- 
trated lye and baking soda and different 
radiator cleaning compounds, but they all 
failed to work—T. O. Hilton, Oil City, 
Penn. 

The deposit is probably an alkaline 
substance and may be softened by the 
use Of muriatic acid. You can get this 
acid at a drug store and use a 50 per cent 
solution with half acid and half water. 
This should be carefully poured into the 
radiator and then the engine should be 
run until the solution is hot. It should 
not be left very long in the cooling sys- 
tem and after being drained off the 
system should be washed out with soda 
water and then with clear water. This 
treatment is by no means guaranteed to 
remove the deposit, but there is a chance 
that it will do some good. In many cases 
the coating of scale cannot be removed 
by any known method and the only thing 
to do is to use a new radiator core. 


WANTS SECTIONAL VIEW OF AXLE 


Q.—Supply diagram showing the rear 
axle and differential assembly of model K 
Chevrolet.—Egbert’s Garage, Henderson, 
Colo. 


This illustration is shown in accord- 
ance with your request. 
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A Buick Sales and Service Building with Frontage on 


Three 


q@.—-The writer has just purchased a lot 
145% by 124% ft. which is fortunate to 
face on three streets, as shown by the 
enclosed drawing. We would like to have 
you suggest a layout of an up to date 
building. We have in mind a one story 
with basement, basement being used for 
storage, heavy parts, etc., reached by a 
ramp. The writer had in mind the build- 
ing would be much cheaper to construct 
this way as numerous columns could be 
used in the basement where they would be 
very objectionable on the main floor. Has 
your experience shown basements to be 
satisfactory? 


We would want the main floor to have 
anew car salesroom; used car salesroom; 
parts and accessories department; a small 
quick service room; and a shop for gen- 
eral overhauling. Service and shop en- 
trance to be on Second Avenue; used car 
department on First Avenue; new car 
salesroom showing on First Avenue and 
Eagle Street. These are suggestions, 
however, we want you to lay out the 
building as you see best.—Indiana Reader. 

The only objection we have to using 
a first floor and basement instead of a 
first and second floor is that this ar- 
rangement limits the size of the shop to 
a certain extent. If you require a very 
large service department and not so 
much storage, storage could be handled 
on the main floor with the overflow on 
the second and the greater part of the 
second floor could be devoted to service. 


Another objection is that basement space 


is worthless for anything except storage 
While if you have all the floors above 
ground it is all comparatively light and 
usable. 

In this plan, if it is desired to increase 
the service department size, this depart- 
ment could be extended clear across to 
the Second Street side using the back 
half of the space reserved for office, and 
shop toilet. If the office would be large 
enough, it could be left as is, but if more 
space is desired it could be extended 
forward into the show room making this 
smaller or a balcony could be built 
across the rear end of both the new car 
and used car showrooms. This would 
necessitate building the forward part of 
the building a little higher in order to 
get head room, but in turn this would 
improve the appearance of the showroom. 

We have constructed the building with 
a row of columns in the center extending 
down through to the basement floor. 
These carry the abutting ends of the roof 
trusses which are 62 ft. long and extend 
in pairs from the front wall to the rear. 
The column arrangement in the base- 
ment is very simple and luckily the 
dimensions of the building are such that 
there is practically no waste space. We 
usually allow 21 ft. between column 
centers where three cars are. stored 
between the columns. In this plan there 
is slightly less than 21 ft. but not enough 
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Streets 


to affect the storage space. Concrete 
filled, steel pipe columns which are very 
small, could be used to increase the 
clear space between columns. 

We have moved the used car showroom 
from where you suggested, to the middle 
of the front for the reason that the 
depth of the building is not great enough 
to make it work out well the other way, 
while as we have it the proportions are 
good. We have combined the accessories 
and parts stock for the reason that the 
corner seems especially adapted to 
accessory store and this space is handy 
to the shop so that men can get parts 
at the rear counter without going very 








By Tom Wilder 
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MAIN FLOOR PLAN 
This dealer is quite right in his idea of relieving the main floor of 


columns as much as possible. 


In the basement they have been arranged 


so they interfere with car storage very little and would have no effect 
whatever on the storage of parts 


that you will no doubt change this and 
will probably have ideas of your own 
that you wish to work in. We have ar- 
ranged waiting rooms for men and 
women on the First Street side where 
they will be brought in contact with 
accessories and tire displays. 
Considerable skylights should be pro- 


the arrangement is complete. There will 
be little opportunity to light the base- 
ment unless you extend it out under the 
sidewalk and use sidewalk lights. Win- 
dows may be installed under the acces- 
sory display platforms but these should 
be low and will be of little value for 
admitting light. 
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Clutch Adjustment on 
1922 Westcott 


Q.—In answer to your letter in regard 
to the adjustment of a Westcott clutch, 
the picture you showed was a Borg & 
Beck. This model Westcott does not havea 
Borg & Beck.—Ernest De Mets, 133 35th 
Street, Moline, III. 

With reference to your original letter 
it states that the car in question was a 
1922 model C-48 Westcott, which accord- 
ing to the Westcott instruction book and 
specifications in this office was equipped 
with a Borg & Beck clutch. Referring 
to serial numbers we find that the 48 
model was also manufactured in 1921 
and that a portion of the output was 
equipped with Warner clutch. We do not 
have an illustration of this clutch but 
believe that the following will be of some 
help to you in adjusting and maintain- 
ing the Warner clutch which is probably 
the equipment on the 1921 style which 
you have in your Car. 

The clutch throwout bearing is lub- 
ricated by means of an oil cup on the 
end of the throwout shaft on the right 
hand side of the transmission. This cup 
should receive a sufficient amount of oil 
to completely fill it every 500 miles as 
upon this bearing depends the smooth 
action of the clutch. The clutch pilot 
bearing, which is the bearing on the 
front end of the clutch shaft, and fits into 
the recess in the flywheel is packed with 
grease when assembled and should re- 
quire no further attention unless the 
transmission is disassembled. If the 
clutch begins to slip, examination should 
first be made through the hand hole to 
see if it is oily. If so, it should be 
thoroughly washed with kerosene. Use 
a considerable quantity of kerosene, and 
see that the clutch is cleaned thoroughly. 
There is a substance used in the cleaning 
of the clutch facing which has a tend- 
ency to dissolve and become gummy 
when the oil gets on the surfaces. This 
is the reason for the clutch slipping. 
This is more likely to happen when the 
clutch is new than it is at any other 
time. 

Treatment When Storing Car 


If the car is to be stored for any con- 
siderable length of time, such as a month 
or more the clutch should be released 
and a block of wood placed wherever 
convenient, as this type has a tendency 
to stick when left under pressure for 
a long period of time. 

The clutch will seldom require ad- 
justment but when necessary, it is ac- 
complished by removing the hand hole 
cover plate and tightening or loosening 
the three adjusting nuts which will be 
found on the face of the clutch. To in- 
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crease the spring tension, screw the nuts 
in, to release it screw them out. 


Care should be taken when making 
this adjustment to see that the nuts are 
taken up or released an even number of 
turns each or the spring tension will be 
uneven. Be sure to replace the cotters. 


_——— -- 


WHEELS AND VALVES 

Q.—We have a 1912 Packard with 36 in. 
tires. Can the wheels from a V-61 Cadil- 
lac be put on this car?—W. M. Ryan, Long 
Beach, Calif. 

The wheels could no doubt be used, 
but they might have to be adapted to 
the hubs. Any good wheel maker could 
do this for you. 


Q.—We installed Boyle valves in a 1924 
Ford and have them from .010 in. to .015 
in. clearance, but the car has not the 
pep that it had. Do you think the clear- 
ance should be greater? 

We do not think the trouble is due to 
the clearance nor the valves. We be- 
lieve that the valves are not properly 
seated. You might check this by con- 
necting an air line to the spark plug 
opening with engine on compression to 
see if air blows out of the intake or 
exhaust manifold. 


_——_—-— 


SHOP KINKS 
That have been Found Useful 


For Better and Quicker Undercutting 


In undercutting the mica on a generator 
armature it helps a lot if the commutator, 
when being turned, has a place near the 
commutator riser turned down about 1/32 
more than the rest of the commutator. The 
mica can then be removed much better and 
faster —A. A. Brunson c/o City Garage, 
Bloomington, Nebr. 
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Readers of Motor AGE are invited to 
submit ideas that they have found useful 
in doing some particular service job in the 
shop in a better or quicker way. For each 
one published $2.00 will be paid. When- 
ever possible the idea should be accom- 
panied by a sketch or diagram from which 
a drawing can be made.: 


Trick in Burning Air 
and Acetylene 


Q.—I am figuring on using air from 
our air compressor with acetylene gas 
for lead burning as we have all the air 
we want at all times. I have a gauge on 
the air line and one on the gas and get 
the flame but when I try to reduce the 
flame down for working purposes it goes 
out. Whether the trouble is in the air 
or not is what I am trying to find out, 
so I can fix it. The gauge on the gas is 
for 3 pounds pressure and the air I can 
reduce down to 2 pounds and it will go 
out. If the trouble is in the gas I can 
get a gauge for 5 pounds pressure. I can 
use oxygen and acetylene together, but 
want to use regular air and acetylene if 
possible and would like to hear from any- 
one who can help me out. I will appre- 
ciate it very much as I have asked sev- 
eral here and they do not kKknow.—2J. F. 
Harrington, Harrington Bros., 19 School 
St., Concord, N. H. 


The use of compressed air with acety- 
lene for the purpose of lead burning re- 
quires a special torch tip construction. 
In lead burning the conditions which are 
most desirable are high flame tempera- 
ture and concentration or localization of 
the heat to a small area. A large soft 
bushy flame spreads over too great an 
area and is objectionable. When air is 


used with acetylene, in place of pure 


oxygen the resulting flame in an ordinary 
tip is of slow speed and soft. If effort 
is made to increase the speed of the 
flame it blows away from the end of the 
tip. This condition is due to the nitrogen 
of the air of which there is approximately 
four cubic feet carried along with every 
cubic foot of oxygen consumed from the 
compressed air. The presence of the ni- 
trogen in the flame causes it to burn 
more slowly and when the velocity of 
the burning mixture leaving the tip ex- 
ceeds a certain point, the combustion 
cannot travel back along the flame fast 
enough and the flame blows out. A 
torch tip designed especially for this pur- 
pose should be used. The above informa- 
tion is supplied through the courtesy of 
the Bastian-Blessing Co., Chicago. 





TO PREVENT PARTS RUSTING 

Q.—-What could I use to paint repair 
parts with to keep them from rusting 
while in stock? I would prefer something 
that would be dry instead of something 
alweys wet and sticky.—G. R. Gastfield, 
Lisbon, Fla. 

Castor oil makes an excellent anti-rust 
coating as does Cosmoline. Both of 
them, however, are damp and sticky. A 
transparent lacquer applied in a thin 
coat to the parts you wish to preserve 
will serve the purpose. We would sug- 
gest that you get in touch with the near- 
est paint store and secure lacquer that 
is easily soluble in alcohol or benzol, 
which would enable the purchaser of 
the parts to quickly remove the protec- 
tive covering. 
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Clearing Up Electrical Troubles 








Motors Wrong and Will 
Not Generate 


Q.—I have a Simms Huff motor gen- 
erator type S.M.8.-12 volt, from a Maxwell 
ear No. 273202. This was sent to me for 
repairs. The armature test O.K. for shorts 
and open circuits on a growler, and there 
are no grounds for I have tested with 110 
volt test light. The shunt field draws 1% 
amperes and the shunt and series fields 
are not connected together. Running as 
a motor using a 6 volt battery with the 
battery connected to the main’ starter 
terminal and ground the armature rotates 
counter-clockwise looking from the com- 
mutator end. It draws about 30 or 40 
amperes and after it starts to rotate drops 
back to about 25 amperes. 


Connecting one battery wire to shunt 
terminal and ground and the other one to 
generator main terminal the armature ro- 
tates clockwise for a few seconds, then 
reverses and turns’ counter-clockwise 
drawing about 30 or 35 amperes. With 
one battery wire on main generator termi- 
nal and shunt field terminal and the other 
wire grounded the armature rotates 
counter-clockwise and draws about eight 
amperes. These tests are about the same 
and draw about the same amount of cur- 
rent with a 12 volt battery. Could it be 
possible that someone has put in differ- 
ent armature or field winding. The field 
windings have been out according to the 
way the pole screws look. This generator 
has six brushes, six shunt field windings 
and three series field windings.—B. W. 
Block, 726 Jefferson Ave., Evansville, Ind. 

The second test which you made does 
not mean very much as you would have 
the shunt field shorted out if you made 
it as you said. The first test where you 
had a discharge of 25 amperes was using 
current through the armature and series 
field and was a good test. The third 
test was also a good one where you had 
current through the armature and series 
field and also through the shunt winding 
and had a discharge of eight amperes. 
In both of these tests the current was 
correct but the rotation was wrong. Both 
as a starter and generator the machine 
should rotate clockwise from the cammu- 
tator end. You can check this up by 
comparing it with the way it would be 
driven on the car for the direction of 
rotation when driven by the engine must 
be the same direction that it rotates 
as a motor. You are apparently correct 
in assuming that the field has been 
changed at some time and put in wrong. 
To help you out we are publishing a 
diagram the left portion of which shows 
the machine as you describe it and the 
right portion shows a machine which 
checks up with the car number you gave. 
We assume that the left diagram how- 
ever, will be the one you will use. Would 
recommend testing the polarity of the 
field using a compass or using a piece 
of soft iron such as a nail with a coil 
of wire around it and current flowing in 
the coil. 


If you have the armature out of the 
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machine you might use the compass in- 
side, but usually the magnetic field is 
too strong and spoils the compass indi- 
cation. The nail however magnetized 
with the coil of wire should be attracted 
at three of the poles and repelled at the 
alternate poles. You might make this 
test before you change the poles. Then 
make the test again after you have 
changed the poles. You can check up by 
running current through the shunt wind- 
ing for if this is correct it is quite likely 
that the series winding will also be cor- 
rect. After you find that the machine 
will motor in the proper direction you 
can speed it up driving it faster and the 
discharge current should drop from 8 
amperes down to zero and then addi- 
tional increase in speed should make the 
needle of the ammeter go over the other 
way indicating charging current. 


Checking Generator Rotation 


Q.—How is it possible to tell when a 
generator is sent to me which way the 
armature is supposed to rotate when 
motoring and whether it is a 6 or 12 volt 
machine, if there is no name plate on it. 


This is a hard question to answer. If 
you know what car it is taken from you 
can check up from the drive used on the 
car. If it is a third brush generator 
you can check up by using the rule that 
the field winding should always be con- 
nected from a main brush to the third 
brush tracing with the direction of arma- 
ture rotation. A 6 volt generator oper- 
ated on 12 volts will get abnormally hot. 
If you use a test bench this is one way 
of telling but of course you would stop 
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Wiring Table Needed 
By This Reader 


Q.—Could you give me information con- 
cerning resistance of electricity to dif- 
ferent gauges of standard Brown and 
Sharpe gauge wire.—Lloyd Pfahler, R. R. 
1, Vienna, Ont., Canada. 


You can probably obtain a wiring table 
through some electrical contractor or 
jobber of electrical supplies. Wiring 
tables in various electrical handbooks. 
No. 10 wire which is commonly used on 
automobiles to carry the charging cur- 
rent from generator to battery has a re- 
sistance of about 1 ohm for every 1000 ft. 
This resistance means that a 1 volt bat- 
tery would be capable of sending one 
ampere of current through a 1000 ft. 
length of wire. No. 14 wire, which is 
smaller and is used for the other light- 
ing circuits on the car has a resistance 
of 1 ohm for about 400 ft. No. 0 cable 
which is sometimes used for the starting 
motor circuit has a resistance of 1 ohm 
for 10,190 ft. 





the test before any damage would be 
done. 


Q.—Will you give me address of some 
manufacture of electrical testing devices. 
Do you think it would pay me to get an 
ammeter that registers fractions of an 
ampere for testing shunt fields, also a 
high reading meter for testing starters 
on a car. 

We believe that a good meter of this 
sort is essential in the electrical shop. 
Would recommend your referring to 
advertisers in Motor AcE for equipment 
of this character. 
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INTERNAL CIRCUITS SIMMS HUFF MOTOR GENERATORS 
210074, 


Maxwell cars with 12-volt systems used these motor generators 
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Answers to Readers’ Questions 





Lubrication System of 
1926 Buick 


Q.—I would like to get an explanation 
of the oiling system on a 1926 Buick car. 
I also want to know what you have to 
do to the oil filter and how you can tell 
when it needs attention.—Smith of Texas. 

An illustration showing the path of the 
oil in the Buick engine is shown. In the 
bottom of the crankcase is a gear type 
pump. This pump sends oil to the main 














is provided which lets the oil flow if 
the filter becomes clogged. To deter- 
mine if oil is passing through the filter 
turn the valve handle located on front 
side of filter to the horizontal position 
and if oil flows from the valve, the filter 
is operating all right. When this test 
is made on the filter the engine should 
be thoroughly warmed up and running. 
Be sure the valve handle is turned back 
against the upper post after this test is 
made. 








Path of the oil to various bearings in Buick engine 


bearings and it then goes’ through 
drilled passages in the crankshaft to the 
connecting rod bearings. Another oil 
line branches off and goes up to the filter. 
Oil through the filter passes to the hollow 
rocker arm shaft, from which it is dis- 
tributed to the rocker arm bearings and 
ball ends of the push rods. From the 
front end of the rocker arm shaft oil is 
carried to the timing gear case, furnish- 
ing lubrication for the gears and also 
the front camshaft and water pump shaft 
bearings. 

When the filter is new the oil will flow 
through it fast enough so that the quan- 
tity of oil in the crankcase will pass 
through in approximately five minutes 
at a car speed of 25 miles per hour. As 
the filter gradually becomes clogged up 
With dirt, this rate of flow decreases and 
When the filter becomes badly clogged it 
is necessary to replace the filter car- 
tridge, 

Clogging of the filter does not prevent 
oil passing through the hollow rocker 
arm shaft however, as a by-pass valve 


July 8, 1926 


WANTS SUPERCHARGER DRAWINGS 

Q.—Could you inform me as to where 
I may obtain drawings of superchargers, 
such as used on racing cars?—Eugene 
Hanset, 825 E. 75th St., N., Portland, Ore. 


The names of several concerns making 
superchargers will be given by separate 
letter. We do not know whether these 
concerns would supply drawings or not, 
but it would do no harm to write to 
them. It might be advisable to buy the 
equipment instead of drawings. 


STOPPING DISTANCE WITH TWO 
AND FOUR WHEEL BRAKES 

Q.—Supply chart showing the distance 
in which both two wheel and four wheel 
brakes should stop a car when it is run- 
ning at various speeds.—Smith’s Service 
Station, Bedford, Va. 

We are republishing in the Clearing 
House a chart which appeared in an ad- 
vertisement in the June 12th, 1924, issue 
of Motor Ace. The chart is reprinted 
through the courtesy of the Thermoid 
Rubber Co., Trenton, N. J. 


A Few Questions on 
Balloons 


Q.—What are the relative merits of the 
following type of tires to be used on a 
car weighing about 3,900 pounds. The 
balloon, semi-balloon, heavy duty cord, 
34 by 5? Car originally equipped with 
33 by 4% standard tires. The car 1s 
mostly used outside the city on paved 
highways. 


1—Compare durability. 

2—Effect upon control of car. 

3—Pulling in heavy going such as mud, 
clay, sand, hills, etc. 

4—-Relative safety in rounding. curves at 
high speed. 

5—Riding comfort. 

6—Proper air pressure for the 34 by 5 
heavy duty cord tires—Chicago Reader. 

1—According to our understanding 
there is no choice as to durability. 

2—With the same steering mechanism 
the effort required to turn the wheel will 
be somewhat increased with balloon tires 
as compared with cord tires. We are 
not considering semi-balloon tires which 
we understand to be an oversize thin 
wall tire designed for standard rims as 
these do not seem to be used to any 
great extent, it being customary to put 
on new wheels when installing balloon 
tires. With balloon tires, it is necessary 
to keep the steering mechanism in good 
condition and avoid looseness between tie 
rod and steering spindles. 

3—The balloon tires should hold up the 
car better in mud, sand and clay, on ac- 
count of the great area of surface in 
contact with the road. , 

4—-We have heard no criticism as to 
the safety of balloon tires in rounding 
curves at high speed, although when 
these tires first came out this point was 
mentioned in connection with a peculiar 
sway of the car in rounding a curve. 
We do not believe this is a factor to be 
seriously considered. 

5—Balloon tires will give greater rid- 
ing comfort but it is often found desir- 
able to use some sort of rebound check. 

6—Between 55 and 60 pounds per 
square inch will be the correct pressure 
to carry using 34 by 5 heavy cord tires. 
If balloon tires are used the size should : 
be 33 by 6.20 and the pressure should 
be 30 pounds in the rear and 26 in the 
front. 


























Will your car do this ? 
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A chart to use in connection with brake 
tests 
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Capacities of Crankcases and Radiators and 
Exhaust Pipe Sizes on 1926 Passenger Cars 
















































































ENGINE CAPACITIES| Fy. ENGINE CAPACITIES) fx. 
haust : wang 
Pipe MAKE AND ipe 
ny ” Mak Num-| Oil | Water |Outside MODEL Make Num-]| Oil | Water Outside 
7 77 ber of |Crank-| Radi- | Diam- o_o ber of |Crank-| Radi- | Diam- 
Mod 1 Cyl- | case | ator eter Model |. Cyl- | case | ator eter 
— inders| (Qts.) | (Gals.)} (In.) inders | (Qts.) | (Gals.)| (In.) 
Raden... . GeO Tage... SOB haw cee denne cs cdecccnce Marmon...... 744 Own....74, 6 10 9% 2% 
Auburn... .6-66] Lyc...45M| 6 - AMnbcmaieg 244 McFarlan....SV} Wis..... YY; 6  Beemnuts 214 
Auburn... .8-88} Lyc..4HM/ 8 7 5 24% MecFarlan....TV} Own...TV} 6 |... J....-.. 3 
McFarlan...St.8} Lyc....4H} 8 “ee er 214% 
Buick Standard] Own ..Std. 6 5 3 2 Moon...London} Con....8R| 6 6 4% 24% 
Buick ...Master] Own.Mast.| 6 6 4% 214 Moon ..Series A] Con....7Z| 6 6 334 2 
Cadillac..... 314] Own...314, 8 8 51% 134 Nash... .Light 6] Own...... 6 4 25% 13% 
eer Y¥] Con....6J} 6 7 44 21% Nash. .Advanced} Own...261} 6 8 o% 2 
TN. 6 6x nears JIC] Con....8R) 6 7 4 214 Nash....Special] Own...231) 6 g 514 2 
Chandler..... 35] Own....35) 6 8 5 214 
Chevrolet..... X} Own..Sup.| 4 4 2 26 Oakland....... 6} Own...OS;} 6 6 3 24 
Chrysler...... 80] Own...... 6 8 54 214 Oldsmobile. ..30} Own....30) 6 6 3 2 
Chrysler...... 58} Own...25F) 4 4 314 15% Overland..... 96] Own...... a Oe > aa 
Chrysler...... 60] Own....... 6 6 i ayer Overland..... 91] Own... .91 4 6G 3 2 
Chrysler...... 70} Own....G] 6 6 4 2 Overland..... 93] Own... .93) 6 6 3 154 
Cleveland..... 31] Own... .31 6 6 21% 2 
Cleveland..... 431 Own... .43 6 7 4 2 Packard....... 6] Own..... 6 6 71% 4% 214 
Cunningham Packard....... 8} Own..... 8 8 814 6 2% 
-6] Own....V8} 8 8 7 234 Paige....... 6-72] Own...... 6 6G 51% 2 
Peerless... .6-72] Own....72| 6 g 41 24% 
Dagmar... .6-60] Lyc..... — By eer eee errr Peerless... .6-80] Own...8U| 6 6 32 21% 
Dagmar... .6-70] Con... .6J| 6 Se Whiceudas 214 Peerless... .8-69] Own....69| 8 10 6 244 
awte.. 6.66.08 921 Con...11U} 6 |......-.|...---- 214 Pierce Arrow. .33] Own....33) 6 101% 61% 2% 
Davis......... 931 Con...20L} 64 |.......|..--.-- 134 Pierce Arrow. .80} Own....80| 6 9 a4 244 
Diana...... St.8] Con...12Z) 8 8 4l4 2144 Pemtiaes........ 6] Own...... 6 6 2% 1% 
Dodge Brothers.}| Own...... 4 5 234 2 
Duesenberg .St.€] Own... .A g 6 534 23% BOO. ww cc sceen T6} Own....T6 6 7 3.4 2 
DuPont....... Di Wis..... Y 6 oe Rees as 2144 Revere........M]i Mon....M 4 6 7 3 
Durant..... A-22] Own...... 4 5 4 134 Revere........ 251 Con... .6J 6 G 7 3 
Rickenbacker..E] Own..... E| 6 8 4 24% 
Elear....... 4-55] Lyc....CE 4 5 4.55 244 Rickenbacker 
a eee 6-65} Lyc...4SM 6 6 3.4 214 B-8] Own...B-8| 8 g 5 134 
eee 8-81] Lyc....4H S 5.3 214 Roamer. .6-54-E] Con....9N az 6 214% 
a 6} Own...... 6 6 514 434 134 Roamer. .4-75-E}] R-D ...G1 S 8 Aevesees 2% 
Roamer .6-50-55] Con... .7U a eer [ott 2 
Flint....... Z-18] Con....9L| 6 5 234 134 Roamer... .8-88] Lyc......H| 8 Q 8 2% 
Flint...... B-60] Con...14U| 6 614 3.4 214 Roamer... .8-80} Lyc..4HM/| 8 GS = ---eee. 2% 
Flint.. E-80] Con....6E| 6 6 44 214 Rolls Royce 
eer Ti Own..... st 4 4 3 1% Silver Ghost] Own 40-50 6 6 9 3 
Franklin..... 11] Own....11 6 i) 0 2 
Tre 41 Con..Spec.| 4 4 2 134 
Gardner..... 6B] Lyc ..4SM 6 6 4l4 214 ae Std. 6] Con..Spec.| 6 6 3 1% 
Gardner...... 8B] Lyc. .4HM 7 434 214 Stearns Knight 
oo See - Se er ee) Peers eee 13% B] Own...Kni; 4 g 5% 214 
Stearns Knight 
Mests....:.: D-1] Con...18U| 6 134 314 214 75] Own...Kni| 6 8 5 2% 
Hudson .Super 6] Own..... 6 6 9 4 214 Stearns Knight 
Hupmobile....A] Own..... A 6 8 314 2 95} Own... Kni 6 10 7 2% 
Hupmobile. .E-2] Own...E-2) 8 8 434 2 StudebakerStd.6}] Own... ER 6 \ 41 1% 
Studebaker | 
Jewett .New Day] Con. .Spec 6 6 3 134 Spec. 6} Own... EQ 6 914 4% 2 
Jordan..Series A] Con. .Spec 8 8 5 214 Studebaker Big6} Own...EP} 6 914 434 2 
Jordan........ Con..Spec.| 8 7 44, | 2 Stutz........ AA] Own...... 8 | 12 2/2 
Kissel........ 55] Own....55| 6 11 6144 | 2% Velie......... 60] Own... .52| 6 6 434 | 2% 
Kissel........ 75] Own....75) 8 13 61% 214% 
Wills Ste. Claire 
Lexington. .6-50} Ans..... M| 6 6 414 214 T6, W6] Own...... 6 10 8 2% 
Lincoln........8] Own..... 8} 8 10 7% 21% Wills Ste. Claire 
Locomobile. Jr.8} Own...Jr.8) 8 7 4l4 2 B, C & D68] Own BC68| 8 7 614 2 
Locomobile...48] Own... .48 6 6 8 234 Willys Knight 66] Own... . 66 6 8 54 134 
Locomobile...90} Own....90) 6 8 6 24 Willys Knight 70] Own....70) 6 8 4lg 1% 
ABBREVIATIONS 
a ee Ansted I itn et eae ieee Lycoming es Rochester Duesenberg 
eee Continental re Monson Wis Wisconsin 
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NEW MACHINES FOR SHOP WORK 


Thermoid Brake Service Equipment 


The Thermoid Rubber Co., Trenton, 
N. J., is producing a drilling and counter- 
sinking machine for use in relining brake 
bands. The machine is bolted to the 
wall or fastened to a bench or post. The 
motor and drill are _ stationary, the 
amount of countersinking being con- 
trolled by an adjustable arm which sup- 
ports the brake band during the drilling 
operation. A movable guide locates the 
proper distance of the holes from the 
edge of the band. Standard equipment 
is 120 volt 60 cycle A.C. motor, but 
other motors can be furnished. 





Ozone Generators 


Expulsion of carbon monoxide from the 
room in which this poisonous gas has 
been developed from the exhausts of 
motor vehicle engines is the purpose of 
machines being produced by the Ozone 
Pure Airifier Company, 1455-57 West 
Congress Street, Chicago. Setting such 
a machine in motion is said to quickly 











(left) 


(right) 

















clear the atmosphere of carbon monoxide 
and thus improve conditions under which 
garagement or others must work. The 
machines generate a supply of Ozone. 


There are two types of such machines. 
Type H., Portable Generator is designed 
for small rooms of from one to five car 
capacity. Type EB, with blower at- 
tached, is for larger rooms. 


Motor Stand for Chevrolet Overhaul 

Carswell-Hammond Manufacturing 
Company, Boone, Iowa, is producing a 
new All Steel Motor Stand for Overhaul- 
ing Chevrolet engines that is said to be 
unbreakable and which takes up little 
floor space. Heavy coil springs help the 
repairman turn the engine from one 
position to another with ease and the 
stand holds the engine at the proper 
height for effective work. Bolted to the 
floor this stand holds the engine in three 
positions, making all parts accessible. 
The trip to release the table is between 
the stand uprights which protects the 
engine from being tripped through care- 
lessness. Shipping weight approxi- 
mately 70 lbs. Price, $29.50. 





Crank Pin Re-Turning Tool 

The Automotive Maintenance Machin- 
ery Company, 549 West Washington 
Street, Chicago, has brought out the 
Ammeco HaLee Crank Pin Re-Turning 
Tool in a special small size called the 
No. 0 Tool. 

This special tool has been developed to 
return crank pins of short length. The 
tool will return crank pins from 1% in. 
to lis in. in length and from 1% in. to 
2144 in. in diameter. The standard equip- 


ment includes eight blades of assorted 
lengths. 


Sioux Valve Face Grinding Machine 


Albertson & Company, Sioux City, 
Iowa, has come on the market with its 
No. 640 Sioux Valve Face Grinding Ma- 
chine which is especially designed for 
those who prefer an appliance that 
grinds valves at a 45 deg. angle only and 
handles valve stems up to 7s in. diameter. 
On such valves it will do the same work 
as the larger No. 650 and No. 660 Sioux 
machines. It is recommended by the 
manufacturers for speed, accuracy and 
economy of labor. The operation is easy 
and the machine is described as prac- 
tically fool-proof. No. 680 Sioux attach- 
ment for grinding straight and spiral 
expansion reamers can be used on this 
device. 

No. 640 with A. V. % h.p. motor, one 
valve seat reamer sharpening attach- 
ment, one bracket, one diamond, assem- 
bled for truing every wheel, one V 
bracket stand, one No. 725 wrench, one 
set screw wrench, and the Perfect Sioux 
Chucking System, zs in capacity—are 
priced at $110 net. 
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H. M. Jewett Sees Service Influence in 95 


Per Cent of Sales 

(Continued from page 19) 
the grimy mechanic and questioned as to whether a shop 
that is so carelessly manned, and where everything is in 
disorder, could effect satisfactory repairs. On the other 
hand, we occasionally drive into a Service Department 
where everything is in ordér, and where cleanliness is the 
rule, and immediately upon entering, we are greeted by 
a man whose clothes are clean, whose manner is pleasant, 
and whose very appearance inspires confidence. A totally 
different picture, and I am convinced that the habit of 
cleanliness cannot but have its effect on the character of 
workmanship. 

“In the early days of this business, service men were 
obliged to think in terms of mechanics, but in this day 
and time, the highest grade of service men are those who 
think in terms of personality. This has been made neces- 
sary by the fact that there are millions of cars in the 
hands of owners, and each one presents a more or less 
different problem in personality. And in dealing with an 
owner, it is just as important to deal with his tempera- 
ment as it is to employ skill in the repair of his car. 
Service with a smile will go a long way toward acquir- 


ing that good will so necessary in the conduct of a service 
department. 


“Tn conclusion, I would impress everyone with the fact 
that until the head of every dealer’s establishment gives 
to his service department a large share of the time and 
thought now devoted to other departments of the business 
and applies to it his knowledge of organization and admin- 
istration, we cannot hope for any material advancement. 
Dealers must concern themselves more in the relative 
value of productive and non-productive time, they must 
have a more accurate knowledge of costs, they must con- 
sider equipment, and the proper relationship between cost, 
overhead, expense and selling price. This must inevit- 
ably lead to the adoption of flat rates, both to the owners 
and to the mechanics. 


“The future of this industry now lies largely with those 
who already own cars, so that the competition of the 
future will more and more become a matter of comparative 
service. Cars are good in proportion to their ability to 
operate without repairs, and while engineering practices 
have made good strides, we can never hope to build a car 
that is fault-proof or fool-proof, and the character of the 
service rendered will determine the number of sales of 
any particular make of car.” 





Superior Maintenance Service is Hobby of Dodge 
Brothers Dealer-Director 
(Continued from page 14) 
On all promises the cars and the bills are waiting for the 
customer on the service floor. We adhere rigidly to mak- 
ing good on all promised deliveries.” 

Mr. Seltzer keeps a service record for each customer 
showing the jobs performed on his car, mileage of car 
at different calls, and the amount expended on each repair 
order. The expenditures are divided between usage re- 
pairs, and accident repairs. By checking over these cards 
at regular intervals, he can easily identify the owners who 
are not patronizing the Albertson shops regularly, and 
make inquiry as to the reason for lack of patronage. 

All departmental work at the Albertson company is 
handled at the regular retail price. 

“It takes just as much overhead, and just as much 
labor, to handle a certain job for the used car department 
or any other department, as it does to handle the same 
job for the owner, so why shouldn’t the same price pre- 
vail?” says Mr. Seltzer. “We don’t participate in the 
profits of other departments, and why should other de- 
partments participate in our profits? The new car de- 
partment has its own staff of men working directly for 
that division in servicing the new cars before delivery, and 
making minor adjustments after delivery. - But~en. all 
shop work we do for the new car department, as for the 
used car department, we charge the regular retail prices. 
ae department in this company must stand on its own 
egs.” 

The high order of efficiency that obtains in the opera- 
tion of the Albertson service department is reflected in the 
service departments of the Albertson dealers. The Dodge 
Brothers dealers in Los Angeles county are making direct 
profits from their shops and they are building future 
profits for the new car departments by keeping present 
customers satisfied. 


~~ 


Eighteen Years a Buick Dealer in Illinois 
(Continued from page 15) 


mechanics it is little wonder that Buick owners have 
nothing to complain of in Springfield. 
In addition to operating the salesroom and service 
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station at 410-12 South Fifth Street, the Springfield Buick 
Company has leased a large salesroom and garage at 719 
East Jefferson Street, which is used for cars taken in 
on new Buicks. This new department has shown a hand- 
some profit since it was established several months ago, 
and many new cars have been sold from this location. 

Mr. Penewitt has the knack of surrounding himself with 
capable and efficient employes. They are most loyal to 
him because he has been both generous and kind to them. 


Bankers and dealers in Springfield will tell you that the 
Springfield Buick Company is one of the most successful, 
prosperous and soundest institutions in Springfield. The 
remarkable part of it is that despite the fact there are 
twenty dealers in Springfield and competition has often 
been very keen, Mr. Penewitt enjoys the good will and 
best wishes of all. 

Mr. Penewitt finds time out of business hours to take 
a great deal of interest in civic affairs. He is a charter 
member of the Springfield Auto Dealers’ Association, and 


is a member of The Sangamo Club, Illini Country Club, 
Kiwanis, Elks and Masons. 
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S. A. E. Handbook Issued 


Standards of the automotive industry, as defined by the 
Society of Automotive Engineers, have been compiled and 
published in hand book form. The book is called the 
S. A. E. Handbook and contains more than 600 pages. 
It is printed on thin paper and is only three-fourths of 
an inch thick. It fits the pocket, the covers measuring 
414 by 7% inches. It is bound in flexible leather. 

It includes more than 500 standards and recommended 
practices approved by the Society of Automotive Engi- 
neers, with drawings, tables, charts and other illustrative 
matter. There are sections devoted to power plant, light- 
ing, electrical equipment, parts and fittings, iron and steel, 
transmissions, axles and wheels, tires and rims, frames and 
springs, controls, bodies and other divisions of the motor 
vehicle. 

The first edition is dated March, 1926, and it is intended 
to revise and reprint the book semi-annually in order t0 
keep it up to date. 

The price to members of the S. A. E. is $2.50 and to 
non members $5. 
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EDITORIAL, 


Paying Mechanics Under Flat Rate 


AYMENT of automotive mechanics in repair shops 
P=: the piece work plan has been found highly suc- 

cessful by many shops working on flat rate. The 
plan has enabled competent mechanics to make more 
money than they could expect to make on a straight wage 
plan, and it has resulted in better and more efficient work 
in the shop, and consequently more profit. 


Wherever a good shop operating on flat rate has tried 
the plan of paying the mechanics a fair part of the flat 
rate price for each job done the report is that the em- 
ployees would not be willing to go back to the old wage 
system. Capable mechanics working under flat rate and 
piece work compensation are able to increase their 
efficiency and to a large extent control their own earnings. 

Employes who have the opportunity to increase their 
earnings 1n proportion to their industry and efficiency are 
contented workmen and likely to be satisfied to remain 
in the job that gives them this opportunity. 

One of the advantages of the flat rate system combined 


with piece work compensation is that it enables the shop 
to greatly reduce its labor problem. 





The man without a country is as unfortunate as an auto- 
mobile salesman who cannot sell himself on a company or 
a car. 


Profit in the Shop 


OR the benefit of the dealer who says he operates 

his shop not for profit but purely for the accom- 

modation of his car customers we would like to 
call attention to the comparative records of Government 
owned and privately owned public utilities. Almost in- 
variably the record of a Government owned and operated 
public utility is one of waste, incompetence, higher rates 
and general dissatisfaction on the part of users. 

The privately owned utility that is definitely in business 
for profit, but reasonable profit, usually has a record of 
efficiency and service far superior to that of the munici- 
pally or Government owned business. 

The point is this: A business that is operated for the 
“accommodation” of customers and not for profit is likely 
to be loosely managed so that its operating cost is excessive 
and the prices the customers pay instead of being an 
accommodation are in reality an extortion. 

The business soundly operated for the purpose of 
making a legitimate profit inspires the management with 
the purpose to reduce the operating cost to the minimum 
and whatever is accomplished along this line is passed on 
to the customer in lower charges. 

It is the business honestly operated for a reasonable 
profit that performs the real accommodation to its 
customers. 

The automotive service shop honestly operated for an 
adequate profit renders better service at lower prices than 


the shop that is merely a tolerated drain on a car selling 
business. 
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Selling Accessories on the Car 
(Ur rsany. automo the success being realized by 


many automotive merchants in the sale of 

accessories by installing them on the new car 
and quoting a price which includes these installations 
it appears that other members of the trade often are 
overlooking a good plan for increasing profits. 


It will not be denied that a car presents a better 
appearance when equipped with accessories and with 
a spare tire with cover in position, and when the 
additional equipments are necessities, such as the aver- 
age motorist would want, this system of merchandising 
has an especially strong appeal. It is a very simple 
matter in case the prospect does not want all the equip- 
ment, or any of it for that matter, to change the sales 
approach with an offer of the car without objection- 
able extras. 


In fact, if the prospect is figuring closely on the 
investment the lower figure, without extra equipment, 
suggested to him as an alternate proposition is likely 
to have a good psychological effect. But it is good 
practice in following this plan of selling first to quote 
the job equipped and let the customer inspect the car 
as it would appear on that basis. 


There are many good dealerships which are enjoying 
healthy accessory sales without following the above 
system. At the same time there are many others, and 
we believe the number is growing, who use this system 
very effectively. Two large dealers only recently have 
been found who attribute a change to this plan as the 
big thing that has speeded up the movement of acces- 


sories for them. If it will work for one it should work 
for another. 





Even when minus in certain respects the plugger manages 
to get there. 





Speaking of used cars, memorize this good word—NO. 





Small Car Interest 


HERE are indications of widespread interest 
throughout the industry in smaller and lighter cars. . 
Dealers particularly have signified a desire to know 
more about such cars. Some recent advertising in Motor 
AGE with reference to light cars, calling for replies to be 
sent to a box number in care of the publisher, brought an 
amazingly large number of inquiries from retail car deal- 
ers in all sections of the United States. This indicates a 
tendency on the part of the retail trade to keep abreast of 
current trends and developments in order to be prepared 
to meet the public demand. 

That there is a public demand for better small cars is 
not doubted. This does not mean the small car market 
is being greatly widened, but merely that the users of small 
cars are looking for an improved product. Fortunately 
there are some good manufacturers giving the public the 
better small cars that it wants, while the makers of the 


larger and more commodious cars of quality and comfort 
continue to prosper. 
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AUTOMOBILE TRADE IN FIRST 


June Business About on 
Equal Footing with May 


Prospects for Last Six Months 
Considered Good in All 
Sections 


June automobile trade as a whole 
was about on a level with May and 
generally slightly in advance of 
June last year. Business for the 
first six months showed a material 
gain over the similar period of 
1925. The centers which reported 
weak trade during May more than 
recovered in June. This was par- 
ticularly true of the southwest. 
Unusual weather in the eastern 
cities, exclusive of New York, 
slowed volume somewhat during 
the month just past. The south, 
southeast, southwest, west coast, 
northwest and central districts re- 
ported excellent volume throughout 
the month with prospects for the 
second half of the year entirely op- 
timistic. The reports: 


New York 

With general business conditions con- 
tinuing good, new cars sales in June 
throughout the Metropolitan § territory 
show only a seasonal decline from the 
spring peak, but continue to run con- 
siderably ahead of the same period for 
1925. Distributors and dealers believe 
that 1926 will be a banner year for the 
trade in this district. 

John B. Hulett, secretary and treasurer 
of the Metropolitan Automobile Dealers’ 
Association, Inc., believes that the year 
as a whole will be unusually prosperous 
for dealers and distributors. During the 
first two weeks in June 6,585 new cars 
were sold, compared with 7,664 in the 
first two weeks of May this year; 5,250 
in the first two weeks of June last year, 
and 10,162 for all of last June. 

The complete figures for June are ex- 
pected to be well ahead of this month in 
1925, although less than for May 1926. 
The used-car situation, as described by 
Harry Bragg, general manager of the 
association, is in better condition than 
at any previous time during his 15 years 
experience. Several companies are con- 
ducting special used-car sales; but Mr. 
Bragg says that the merchandise is of 
excellent quality and that dealers are not 
worrying about disposing of their used- 
car stocks by the time the new models 
arrive. 


-———_— 


Chicago 
Passenger car sales volume in June 
is estimated at about 25 per cent greater 
than the same month last year and about 
even with May this year. General busi- 
ness conditions are good with feeling 
better than approximately two months 
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ago. The labor situation has adjusted 
itself in the building trades, the only 
division that has caused any trouble this 
year. The used car business still suffers 
from so-called “shoppers” who will buy 
automobiles from the dealers who offer 
the best terms for the old car. Truck 
dealers find no fault with the market, 
declaring business is showing better than 
a normal seasonal increase. Time pay- 
ments appear in good shape, taking the 
reduction in offers of repossessed cars 
as a barometer. 


Kansas City 


On the whole, the volume of motor 
vehicle sales has been lower in June 
than in May but a little ahead of June, 
1925. The reports, however, vary radic- 
ally. It seems certain that volume in 
the lowest value passenger cars has 
fallen both for the month and for the 
year; and some of the higher grade cars 
have sold in substantially larger num- 
bers. While in general the trade was 
below May, both in the city and in the 
territory, May having been an exception- 
ally good month, yet some lines show 
good gains over May. 

Another factor in the trade, is reflected 
in this situation: The tendency and 
even more notably the reported desire, 
of low-priced car dealers to secure agen- 
cies for higher grade cars. Many of 
them are not in a position to take on 
such contracts, not being able to sus- 
tain the sacrifice necessary, in the sur- 
render of present franchises. Unrest is 
observable among the dealers, through 
this condition. 

It is reported that service has been 
much more profitable, largely because of 
increased volume, the last few weeks. 

Accessories have sold in considerably 
larger quantities through recent weeks. 
One factor in this result is said to be 
the good movement of used cars, particu- 
larly the used cars of higher values on 
which buyers have expended their sav- 
ings etfected as against the purchase of 
new cars of high price level. One dealer 
reported the sale of 20 used cars at 
prices between $1,000 and $1,500 in June. 
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Louisville 


Passenger car sales during June con- 
tinued at the same high rate of April 
and May. June sales were slightly be- 
low May but show an increase of ap- 
proximately 10 per cent over the same 
month of last year. Sales to date this 
year are about. 8 per cent ahead of the 
same months in 1925. Dealers are de- 
cidely optimistic and expect excellent 
business during the balance of this year. 
Used car stocks show a slight increase 
but cars are moving well. Some few 
dealers have decreased used car stocks 
while increasing new car sales. Truck 
sales are 30 per cent ahead of June last 
year and show some improvement over 
May. Used truck stocks are heavy and 
dealers report a very poor demand for 
the trade-ins. 


Milwaukee 


The remarkable pickup in retail pas- 
senger car business which started right 
after May 1 and caused May to set a 
new high record has not suffered much 
reaction, and it is deemed certain that 
June will produce fully 12,000 sales, to 
compare with 8,755 new cars placed in 
Wisconsin in June, 1925. May sales were 
21,093 cars, compared with 13,238 in May, 
1925, a gain of 7,855, or approximately 
60 per cent. 

Ten factories are doing about 90 per 
cent of the passenger car business in 
Wisconsin, and they have enjoyed the 
bulk of the increase. The remainder are 
straggling, a majority losing ground in 
number of sales, compared with last 
year. 

Total passenger car sales in Wiscon- 
sin, Jan. 1 to June 1, were 49,501, against 
39,535 in 1925, an increase of 9966, to 
which May contributed a gain of 7855 
alone. The reason is that more people 
waited until after May 1 to buy new cars, 
to escape the heavy property tax, as- 
sessed as of May 1. 

Opinion is that business should be 
steadily active at least until Oct. 1. 
Underlying conditions are improving. 
Business sentiment is much better than 
since the stock market slump caused ap- 
prehension. Industries are booking 
larger business. Employment is increas- 
ing once more after running into a slump 
late in March. In Milwaukee payrolls 
are 7 per cent in excess of a year ago, 
although about 2.8 per cent below the 
1926 peak reached in February. Wages are 
stationary and the labor situation is 
serene. Rents are easier although not 
sliding. Dwelling construction is going 
ahead nicely. 


Birmingham 

Reports from local automobile dealers 
and accessory men continue to be opti- 
mistic notwithstanding the fact that busi- 
hess seems to have slowed up some in 
other parts of the country. The automo- 
bile men of Birmingham say that it has 
not yet reached them. 

Compared with June of last year the 
dealers say that business has increased 
in some lines as much as 50 per cent. 
It has also shown a gain over last 
month and last month was reported to 
be an exceptionally good one. The larg- 
est gains in sales have been reported by 
the dealers in the cheaper cars but those 
handling the more expensive makes have 
also reported substantial business in- 
creases. 

All dealers are optimistic, stating that 
the good business will continue in this 
section for at least another month. They 
express the opinion that the good busi- 
ness will last through the summer. 

Accessories, tire, repair, oil, and gaso- 
line men are unanamous in proclaiming 
this June the best month so far in 
Birmingham. There is a steady demand, 
they say, for al) things automotive in- 
cluding service. 


Motor Age 
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HALF OF 1926 SHOWS GAIN 





Seattle 


Crop conditions are good throughout 
Washington, and the outlook for business 
this year in this state as well as in 
Idaho is excellent. Wheat and other 
srain crops in every section look good 
and the fruit yield will be excellent in 
the Yakima valley and Wenatchee county. 
Harvesting has ‘started in Walla Walla, 
and the stand of grain in the Palouse 
and Camas Prairie country is excellent. 
The crops around Ritzville and Lind 
during the last several years have not 
been so good. This year’s prospects, 
however, are far better than usual. 
Around Lewiston, Idaho, much develop- 
ment work is being done on power proj- 
ects and railroad building, which is 
making good times. Through all this 
country the reflection of last year’s good 
crops and the prospects for this year are 
shown in all lines of business. AS a 
result the solidity of trade throughout the 
section is better than it has been for 
years. 


——__ -—_— 


Columbus 


A decided increase in sales of new 
cars was reported during the month of 
June, by a large majority of dealers and 
distributors in Columbus. This is due 
largely to the better weather conditions 
which have prevailed, coupled with a 
better feeling in industrial circles. The 
feeling among factories has improved 
recently and as a result more men are 
employed in central Ohio. Business is 
about 10 per cent ahead of that for May. 

Some of the dealers report a rather 
spotty demand. This is especially true 
of the higher priced cars which are not 
showing as large a percentage of in- 
crease as the more popular priced cars. 
The greatest increase in sales is reported 
on cars ranging in price between $600 
and $1800. 

While farmers as a rule are not pros- 
pering to any great extent, there is a 
better feeling in agricultural sections, 
since weather conditions have improved. 
Prospects for crops, especially that of the 
wheat yield are good and this is causing 
farmers to look around for new cars. 

The most marked improvement, how- 
ever, has been in the used car trade. 
Dealers, who had accumulated a large 
number of used cars from trades made 
earlier in the season have reduced their 
Stocks materially and in some cases are 
pretty well cleaned up. Better weather 
together with a better employment situa- 
tion are given as the main causes for the 
improvement. A survey of the situation 
Shows that used cars in the hands of 
dealers are lower than at any time in the 
past five months. 


—_—-—_—--—-—— 


Buffalo 
Definite figures of Buffalo Automobile 
Dealers’ Association show automobile 
Sales in Buffalo an average of 16 1/3 
ber cent greater for the first five months 
of 1926 than for the same period one year 
ago. June business is somewhat spotty 
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and the average will probably taper off 
somewhat although the month is better 
than that of last year. 

Few dealers report good truck sales 
although final figures may show truck 
business equal to June, 1925. Public 
preference in June seemed to be for 
heavy duty trucks in the two and one- 
half ton class. 

Composite report on accessories indi- 
cates business not as good as May and 
not equal to June last year, attributed 
to cold weather conditions and the hesi- 
tancy of some dealers to stock parts and 
accessories more than sufficient for con- 
servative sales of present models antici- 
pating changes on new models making 
some present accessories obsolete. 

Denver 

June has been a very good month 
throughout this entire territory. The 
tourist season is on in full blast, caus- 
ing an influx of money that is always 
reflected in the car market, and ma- 
terially increasing accessory sales. Den- 
ver has recovered from the depression 
caused in midwinter by the bank fail- 
ures. The level of sales for the first 
six months of the year is about the same 
as for the corresponding period in 1925, 
in spite of the bad start. Crop prospects 
throughout the entire state, with the 
possible exception of the northeast 
corner, where drouth is apparent, have 
never been better; the farmers have ob- 
tained excellent contracts for the crops, 
and a general feeling of confidence per- 
vades the whole territory. The used 
car market has been very’ good, 
especially in Denver, from the dealers’ 
standpoint, as well as the purchasers’. 
The used car association service has done 
much to keep prices down to true values, 
both on trade-ins, and on re-sales. 


—- 


Dallas, Tex. 

Prospects of bumper grain and cotton 
crops were reflected in automotive lines 
in Texas and parts of adjoining states in 
June, and while the actual business done 
in new and used cars during May and 
June was less than for the same months 
a year ago the total volume of business 
for the first half of the year was about 
the same as for the same time a year 
ago. 

The sales for the first four months of 
the year aided in bringing up the total 
for the half of the year. Automobile 
dealers and automotive men generally 
said the business for the last month had 
been a little slow because of the un- 
certainty of the cotton crop. That crop, 
ordinarily a half billion dollar affair, is 
about 30 days late this year but indica- 
tions now are the production will reach 
the 4,000,000 bale mark and that would 
mean plenty of new money in Texas for 
the early fall trade. 

Actual new car sales in June were 5 
per cent greater than in May but some 7 
per cent less than for June of last year 
when the entire territory is taken as an 
average. 


Charlotte, N. C. 

A seasonal slight downward trend in 
the demand for all lines of automotive 
products characterized the market in the 
Carolinas in June, but the half-year was 
ended with fairly favorable conditions 
obtaining, with competition increasing in 
vigor. 

The reduction in the prices of Ford 
cars apparently had only a momentary 
disturbing effect on the automotive © 
market, but this influence, combining with 
the possibility of new models being 
brought out by several manufacturers 
within a few weeks, was definitely felt 
by the retailers. Drought conditions, 
which had become critical generally 
throughout North and South Carolina, 
were relieved, at least temporarily, late 
in the month. This was followed by an 
easing in the tension which had become 
apparent in all lines of business. 
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Atlanta 


The unusually large amount of new 
garage and service station construction 
that is in progress in the various south- 
ern states this season has been causing 
a much better than normal demand the 
past five or six weeks for garage ma- 
chinery and equipment, according to two 
of the south’s largest distributors, both 
located in Atlanta, who state that May 
sales established one of the best monthly 
records in this district in the history 
of the automotive industry. 

Figures emanating from an authentic 
source concerning industrial activities in 
the south show the automotive industry 
establishing a record that will even sur- 
pass 1925, the previous largest year. At 
the present rate the total projects in the 
16 southern states for the first six 
months of the year will reach more than 
1,000 in the automotive field alone, in- 
cluding new companies formed in all 
branches of the business and new con- 
struction of any important nature. 


-- +e 


Salt Lake City 


New car sales are ahead of a year 
ago, but not as good as in May. For the 
month ending June 26, 1,483 cars were 
sold. In May the figures were 1,857. The 
used car situation is better, but still 
unsatisfactory. Many dealers are taking 
big chances in order to increase their 
new car business. Used car stocks are 
concentrated in fewer hands than usual. 
The outlook for business generally is 
regarded as very good. There is more 
confidence in the trade than usual at 
this season. Weather has set in hot for 
first time this summer. This is helping 
business as it is making a demand for 
cars with which to escape the excessive 
heat. The automobile industry is getting 
its full share of prosperity. 

San Francisco 

Passenger car sales took a turn for the 
better during June, with volume running 
about 20 per cent heavier than in May 
and nearly 30 per cent greater than June 

(Continued on page 38) 
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PRODUCTION RATE IS SHOWING 


July Expected to Drop 
Below Previous Month 





August Will Begin Upward 
Climb in Output After 
Changes 


NEW YORK, July 7.—Rate of 
general automobile production con- 
tinues to show the effect of the 
changeover occasioned by prepara- 
tion for fall presentation. It is not 
to be expected that the production 
rate for this month or the next will 
approximate the heavy production 
months preceding, largely because 
of this. Most of the inactivity will 
be centered in July with August 
showing gradually speeded pace as 
work on the fall products gets un- 
der headway. Though new presen- 
tations will not be made by all com- 
panies, sufficient new designs will 
be shown to stimulate interest in 
all automotive lines. Factories not 
making general changes _ will 
freshen their lines by using new 
color combinations and on _ the 
whole the fall market will find the 
industry just as able to command 
public interest as it ever has been. 


Second Quarter Better 

NEW YORK, July 7.—With General 
Motors sales to dealers 122,742 units in 
April against 85,593 in the same month 
last year, a gain of 43 per cent, and with 
May sales 120,979 against 77,223 in May, 
1925, an increase of 56 per cent, second 
quarter business has continued at an 
even more satisfactory rate than during 
the 1925 quarter and an average gain of 
50 per cent for the full quarter may be 
expected. Sales in the second quarter 
last year were 233,894 units, or 144 per 
cent of the combined April and May sales 
of 162,806. Applying the same percent- 
age to the 243,721 sales in April and 
May this year would give a total of 
350,958 units for the second quarter, an 
increase of 50 per cent over the 1923 
quarter and of 25 per cent over the first 
quarter this year. On this figuring sales 
for the first half this year should exceed 
630,000, compared with 389,209 in the 
1925 half and with 835,902 for the entire 
year 1925 and with 587,341 for all of 
1924. 


New Dodge Brothers Machinery 

DETROIT, July 7.—Dodge Brothers, 
Inc., has just completed construction of 
a new 75 by 400 foot steel and brick 
building as an addition to the new forge 
and heat treatment department. Upset- 
ting machines, heavy steam and board 
hammers and electric ovens are now 
being installed as rapidly as they can 
be provided by the manufacturer. Three 
giant hammers rated at 12,000 pounds 
capacity, for making heavy chrome 
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vanadium steel forgings such as the 
crankshaft and front axle center I-beam, 
are being installed. Compared with the 
5,000 and 6,500 pound hammers in use 
before, they will make possible a consid- 
erable decrease in the cost of making 
these heavy forgings. Two of the board 
hammers are of 4,000 pounds capacity 
and eight of 2,000 pounds capacity. 
Furnaces for heating the steel bars are 
of the modern continuous type. 
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Continental Declares Dividend 


DETROIT, July 7.—The board of di- 
rectors of the Continental Motor Corp., 
has declared the regular quarterly divi- 
dend at the rate of 80 cents a share per 
annum. -The dividend is payable July 30 
to stockholders of record July 15. With 
the payment of this dividend the company 
will have paid to stockholders $1,056,507 
since Jan. l. 


—- -—--——— 


Packard Earnings Double 


DETROIT, July 7.—Net earning of the 
Packard Motor Car Co., after all charges 
and federal charges, for the nine months 
ended May 31, 1926, were $13,529,640, 
compared with $6,254,129, for the first 
nine months of the preceding fiscal year, 
a gain of $7,275,510. The May 31, 1926, 
balance sheet shows current assets of 
$32,873,273, and current liabilities of 
$6,878,615. Current liabilities include 
$1,307,313, for the cash dividend declared 
and payable in July. Cash and market- 
able securities on May 31, 1926, were 
$18,363,492. Undivided surplus was $21,- 
220,460, after all deductions for stock 
and cash dividends declared this year. 


Ver Linden Buys Stock 


CLEVELAND, July 7.—At the June 
meeting of the directors of the Peerless 
Motor Car Corporation, President Ed- 
ward Ver Linden turned over to the com- 
pany his check for $600,000 thus exer- 
cising the option he took for stock of 
the company at the time he assumed the 
presidency. Profits for the first five 
months of 1926 were reported as in ex- 
cess of $600,000 and President Ver Linden 
stated that it was his expectation that 
profits for the first six months of the 
year would be approximately $1,000,000. 


New Turner Home 

KOKOMO, Ind., July 7.—A steadily in- 
creasing volume of business has just led 
the Turner Manufacturing Company of 
Kokomo to move into a new and 
thoroughly modern factory and office 
building, planned and erected by the 
company. Starting in a small back room 
Six years ago with the Turner 2-in-1 
timer, this company has steadily in- 
creased its volume of sales and also 
added several other useful accessories 
to its line, including foot accelerators, 
oil gages, fan belts, etc. The new Turner 
building is of steel and brick construction, 
thoroughly fire proof, and covers about 
16,000 square feet of floor space. Cost, 
approximately $50,000.00. 


Wisconsin Output Up 

JANESVILLE, Wis., July 7.—By reach- 
ing and maintaining an output of 477 
cars a day, the Janesville division of the 
Chevrolet has just established a new high 
production mark, and every effort is be- 
ing made to reach 500 or more without 
delay to meet dealer requirements in 
this territory. Driveaways from the fac- 
tory are averaging nearly 150 cars a day, 
the remainder going forward by freight. 
The Fisher Body plant operated in con- 
junction with the Janesville plant is be- 
ing enlarged, and its completion will as- 
sist in making a daily capacity of about 
550 cars. 


New Chrysler Front Seat 
DETROIT, Mich, July 7.—The Chrysler 
Corp. announces the adoption of an ad- 
justable front seat as a standard equip- 
ment feature on all Chrysler “70” and 
Imperial ‘80” phaetons. The front seat 
frame mounted on rollers is entirely free 
of the sides of the car and locks in posi- 
tion by means of pins in a metal plate 
at each side immediately beneath the 
seat frame. The pin locks are actuated 
by a single trigger near the driver’s heel 
and it is possible to move the front seat 
a distance of 5 in. The back of the seat 
is hinged and can be adjusted to any 

angle from vertical to horizontal. 


ene 


I. H. C. Output Steady 

SPRINGFIELD, July 7.—The Spring- 
field works of the International Har- 
vester Co. is keeping up with its pro- 
duction schedule, it is announced. Indi- 
cations are that the works will be busy 
all summer. Larke shipments are being 
made to foreign countries and to various 
points in the United States. 


Seaman Body Expands 

MILWAUKEE, July 7.—Award of con- 
tracts for another five-story addition, 
100x175 feet, to the plant of the Seaman 
Body Corp. at Milwaukee recalls the fact 
that this is the diamond jubilee year of 
the concern. Seventy-five years ago A. 
D. Seaman established a small shop to 
make high grade carriages and fine 
furniture specialties. Later it became 
the W. H. Seaman Co., manufacturing en- 
closed bodies for electric and gasoline 
cars. With the acquisition of a half 
interest by Charles W. Nash, it became 
the Seaman Body Corp., and it is de- 
voted entirely to building enclosed bodies 
for the Nash Motors Co. In 1922 the 
Seaman plant produced 9125 bodies for 
Nash; in 1923 the output was 19,388; in 
1924, 27,040, and in 1925, 78,599, while in 
the first six months of the present year, 
71,065 bodies have been built. 





Logangear Takes Kauffman 
TOLEDO, July 7.—The Logangear com- 
pany, with a capital of $140,000 of pre- 
ferred stock and 6,000 shares of no par 
common stock will be incorporated here 
to take over the business of the former 
Kauffman Metal Products company with 

plants in Toledo and Bellefontaine. 
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EFFECT OF FALL PREPARATION 





Yellow Plan Approved 


DETROIT, July 7.—The stockholders 
of the Yellow Truck & Coach Manufac- 
turing Co. have approved an increase in 
common stock from. 1,000,000 shares 
to 1,700,000; an increase in Class B from 
600,000 to 1,300,000 shares and in pre- 
ferred from 200,000 to 300,000 shares. 
Additional Class B stock will be offered 
at $2 a share to common and Class B 
stockholders of record July 9, on the 
basis of one share for each two held. 


Sloan Tells G. M. Plans 


NEW YORK, July 7.—In a statement to 
stockholders, Alfred P. Sloan, Jr., presi- 
dent, says that the General Motors Corp. 
$40,000,000 program for plant and equip- 
ment development will be undertaken 
without impairing the corporation’s pres- 
ent exceedingly strong financial position, 
and without the necessity of any addi- 
tional security offering. He also empha- 
sizes the diversity of the various develop- 
ments and plans and describes’ the 
following as what the corporation con- 
templates doing: 


Extending somewhat its facilities in 
motor car manufacture to take care of a 
substantial and already demonstrated in- 
creased demand for its products, creating 
a hew system of motor car transporta- 
tion which will result in substantial 
profit as well as in extending the sale 
of General Motors products, both directly 
and indirectly; effecting important im- 
provements in efficiency of operation 
through better co-ordination of chassis 
and body manufacure and last, but cer- 
tainly not least, maintaining and improv- 
ing its position in the rapidly developing 
hew industry—electrical refrigeration. 

The program includes: 


Chevrolet division—Approximately $8,- 
000,000 to increase capacity. This divi- 
Sion and its dealers are losing sales in 
Substantial volume because of limited 
production facilities and large additional 
business is expected through still more 
intensive development. 


Oakland division—Approximately $5,- 
000,000 to create additional capacity for 
the Pontiac. 


Buick division—additional facilities 
authorized some months ago to become 
available July 1 and about $5,000,000 will 
be used to create body building facilities 
in Flint, Mich. Although he does not 
mention it, it is assumed that. Mr. Sloan 
here’refers to the plan awaiting approval 
by Flint stockholders, for General Motors 
to buy the Flint plant in Flint. Mr. 
Sloan adds that one-half the Buick closed 
bodies now built in Detroit will here- 
after be built in Flint, resulting in sub- 
stantial economy and making available 
capacity in Detroit needed for other op- 
erations. Generally speaking the demand 
for Buick cars has almost continuously 
exceeded the supply. 


_ Yellow Truck & Coach Manufacturing 
Co.—About $10,000,000 to enlarge this 
concern’s capital structure in order to 
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provide further plant facilities. Included 
in this part of the program is the or- 
ganization of the Hertz Drivurself Sys- 
tem. 


Fisher Body Corp.—Purchase by Gen- 
eral Motors of the Fisher assets for 
1,600,000 shares of G. M. common will 
make possible the further rounding out 
of G. M. operations, dealing particularly 
with its car manufacturing divisions, and 
will also enable more effective adminis- 
tration through better co-operation of 
body and chassis manufacture. 





Herbert C. M. Stevens Is 
Made Olds Chief Engineer 





Herbert C. M. Stevens 


LANSING, Mich., July 7.—The 
appointment of Herbert C. M. 
Stevens as chief engineer of Olds 
Motor Works is announced by I. J. 
Reuter, president and general man- 
ager of the company. The appoint- 
ment of Mr. Stevens is to fill the 
vacancy caused by the resignation 
of Robert K. Jack. Mr. Stevens 
has been connected with Oldsmo- 
bile for the last year as counsulting 
engineer, coming with Olds Motor 
Works after a long and successful 
engineering career in Europe. 
Among his more _ outstanding 
achievements over-seas include the 
production of the Sunbeam, Talbot 
and Darracq group of automobiles. 











U. S. Gets Packard Engines 


DETROIT, July .7.—Production has 
been started by the Packard Motor Car 
Co. on a $4,000,000 government order for 
airplane engines. A year will be re- 
quired to build the 150 engines and the 
necessary parts. They will be used in 
equipping new flying machines in the 
government service. 


New Buffalo Balloon 


BUFFALO, N. Y., July 7.—The Dunlop 
Tire & Rubber Company now has avail- 
able to the trade, a new popular priced 
line of balloon tires, known as the Buf- 
falo, according to an announcement just 
received from officials of the company. 
The Buffalo balloon comes in the follow- 
ing sizes: 29x4.40; 29x4.75; 30x4.95; 
30x5.25; 30x5.77; and 31x5.25. In the 
new output, a Buffalo balloon tube is 
included. The Dunlop company has pro- 
duced a 29x4.40 Buffalo balloon tire for 
some time, and it was the encouraging 
response from the trade because of the 
performance of this tire, that the com- 
pany was led to produce the other five 
sizes. 


DuPont to Expand 


WILMINGTON, Del., July 7.—DuPont 
Motors, Inc., which a year ago moved 
its plant from Moore, Pa., to Wilmington, 
has mapped out an expansion program. 
Plans have been completed for an addi- 
tional building adjoining the present 
plant on Commerce street, South Wil- 
mington. According to E. Paul duPont, 
president of the company, duPont Motors 
has made considerable progress since 
coming to this city. At the first plant, 
at Moore, Pa., experimental work was 
carried on to develop a high grade motor 
car. This stage has been passed and the 
company is now turning out three cars 
a week. 





Dill Increases Capacity 

CLEVELAND, July 7.—The Dill Manu- 
facturing Company, maker of Dill stand- 
ard tire valves and valve parts, has just 
completed an addition to the Cleveland 
plant. This addition increases _ floor 
space 75 per cent and doubles production 
capacity. 

Hudson Profit Declines 

DETROIT, July 7.—Net income of Hud- 
son Motor Car Co. for the quarter ended 
May 31 is reported as $3,311,314, equival- 
ent to $2.49 a share on the 1,330,050 
shares of capital stock. Net income for 
the same quarter of 1925 was $5,968,783 
or $4.52 a share. For the six months 
ended May 31, earnings were $6,057,337, 
equal to $4.55 a share. This compares 
with $9,795,715, or $7.42 a share, for the 
same period in 1924-25. 

Studebaker Boosts Welch 

SOUTH BEND. Ind., July 7.—George 
E. Willis, manager of export sales for 
the Studebaker Corporation of America 
since January, 1924, leaves that position 
to accept the post of managing director 
of the Studebaker Corporation of Austra- 
lasia, Ltd., with headquarters at Sydney, 
Australia. Howard S. Welch has been 
appointed to succeed Mr. Willis as man- 
ager of export sales. Mr. Welch has 
filled the position of assistant manager 
of export sales since November 1, 1919. 
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Fisher Body on Oakland 
Leads Paris Show Class 


French Competition Shows 
Tendency to Use Fabric 
Leather for Covering 


PARIS, June 16—(By Mail)—A Fisher 
body on an Oakland Six won first prize 
in its class in the annual French body 
competition held in Paris this week. The 
competition, an open-air event, united 
about 200 cars, most of them having 
custom-built bodies. 

This competition showed that the 
phaeton is going out of existence in 
France except as a purely sporting prop- 
osition. Fabric leather bodies constitu- 
ted an immense majority, while there 
were several interesting attempts at con- 
vertible all-weather bodies. There is a 
growing tendency to shorten up bodies 
and to increase their width by building 
them beyond the frame members. 

This is generally accompanied by a 
permanent trunk on the rear, attached 
to the frame members, and not to over- 
hanging brackets, the spare wheel being 
placed at the extreme rear and being 
the only entirely overhanging part. This 
practice has been extensively followed 
by Weymann and Voisin and is being 
taken up by others. 

The Forostowski idea, which is now 
being developed commercially by Etienne 
Bunau Varilla, of placing the running 
boards inside the body and having the 
passengers’ feet in wells each side of 
the drive shaft is seen extensively, with 
various modifications. In other cases 
the doors are brought down practically 
flush with the running boards, thus tend- 
ing to give a low line to the car. 

Paul Audineau showed a new type of 
fabric leather body with narrow section 
aluminium posts, thus giving a very clear 
vision, having the forward half of the 
roof on double hinges, allowing this to 
be lifted back onto the rear fixed part, 
or carried forward to give a completely 
closed vehicle. The change could be 
made in about twenty seconds. Pyroxy- 
lin paint, generally represented by Duco 
or Egyptian, was found on 90 per cent 
of the cars. 








Review of June 


Trade 


(Continued from page 35) 


a year ago. Improvement was caused 
partly by first payments in the large 
fruit crop which sold at high prices, and 
partly by reductions in prices of lower 
cost cars. General business conditions 
in central and northern California and 
Oregon and Nevada are excellent. Used 
cars are being rebuilt and those selling 
for $750 and more are going well. 
Cheaper cars, sold “as is,” are not mov- 
ing. New trucks are selling about 30 
per cent better than in May and 25 per 
cent better than last June. There is an 
increase in the use of trucks through the 
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Automotive Literature 


SERVICE STATION HANDBOOK. 
This book for service station operators 
has 36 chapters and contains statistics 
and information about better selling and 
advertising methods. Space also is given 
to the training of salesmen, service sta- 


tion layouts, types of equipment, and 
other data. Published by Batelle Pub- 
lishing Co., 527 Petroleum’ Securities 


Bldg., Los Angeles, Cal. Price, $3 a copy. 
BALL BEARING SERVICE MANUAL. 
This book, which can be obtained by 
writing to Fafnir Bearing Co., New 
Britain, Conn., gives bearing data for 
cars and trucks from 1917 to 1926, and 
also for orphan cars. An index is ar- 
ranged for easy and quick reference. 
TEN MINUTES A WEEK to Get Good 
Radio. This booklet published and dis- 
tributed free by the Neutrowound 
Radio Mfg. Co., Homewood, IIll., con- 
tains information that is intended to help 
owners in the successful operation of 
their radio sets. A feature is a trouble 
chart covering four pages in which, 
under the general headings of the 
various kinds of trouble encountered by 
receiving set operators, are outlined the 
symptom, the cause and the remedy. 








—_— 


cutting up of several large California 
ranches into small farms and to the 
growth of long distance hauling by ware- 
house and drayage firms. 


Boston 


Motor car sales started to slide back- 
ward in June rather early in the month. 
May registrations had shown a 16,000 in- 
crease over a year ago and the impetus 
of the sales went along into the first 
third of this month. Then the tapering 
off began. It was not expected, and it hit 
all but a few lines. However, as some 
dealers early in June had sold as many 
cars as they had sold in seven or eight 
months last year, they were not worried. 
General business is not as good as mer- 
chants would like to see it. Compared to 
sales a year ago the average for June 
this year will be found about on par. 
It was expected to be better based upon 
the great falling off in January and Feb- 
ruary. The distributors expect July to 
bring better sales with a period of set- 
tled weather. 





Fort Wayne, Ind. 


A survey of 24 automobile dealers in 
Fort Wayne indicates the new car sales 
for the first six months of 1926 are 12 
per cent in excess of these of the same 
period last year. The survey, conducted 
by the trades condition committee of the 
Fort Wayne Automobile Trades Associa- 
tion, shows used car sales were below 
those of last year but that May used 
car sales exceeded those of May, 1925. 
A total of 4,230 used cars have been sold 
in 1926 to date through regular dealers. 
The figures do not include private sales 
or sales by small garages not regularly 
dealing in cars. Due to the close prox- 
imity of northern Indiana and Michigan 
lakes, the heavy demand at present is 
for low-priced open used Cars. 


Drivurself Operating Co. 
Formed by Hertz Groups 





New Corporation Takes Over 
Business of Yellow Drive- 
It-Yourself Systems 


NEW YORK, July 7.—John Hertz of 
Chicago has announced the formation of 
the Hertz Drivurself Stations, Inc., a 
$2,500,000 corporation which will be the 
operating unit for the recently organized 
$30,000,000 Hertz Drivurself Corp. 

Mr. Hertz describes the new corpora- 
tion as the latest step towards unified 
operation on a national basis of the 
automobile renting basis. It will take 
over the business of the Yellow Drive-It- 
Yourself System which now operates 
7,000 automobiles in 35 separate renting 
stations in Chicago, New York City, St. 
Louis, Cleveland, Newark, Louisville and 
Milwaukee. 

Arrangements have been made to begin 
operations at once in Buffalo, Rochester, 
Syracuse and Cincinnati, and plans call 
for establishing branches in every city 
of more than 25,000 population in the 
states of New York, [llinois, Indiana, 
Ohio, New Jersey, Wisconsin and Mis- 
souri. Cars rented at mileage rates in 
one city may be checked in at any other 
station. Registered patrons will be en- 
titled to rent cars anywhere the company 
has a branch with a minimum of red 
tape. 

John Hertz, founder of the Yellow Cab 
idea and the Hertz Drivurself Corp., is 
chairman of the board. 

The Drivurself enterprise is fostered 
by the Yellow Truck & Coach Manu- 
facturing Company and is backed by the 
General Motors Corp., which already is 
associated with Mr. Hertz in the Yellow 
Truck & Coach Manufacturing business. 

The General Motors Corp. is repre- 
sented on the directorate of the new com- 
pany by Fred J. Fisher, John L. Pratt, 
Alfred H. Swayne, Alfred P. Sloan, Jr., 
and Donaldson Brown. The other di- 
rectors, many of whom are associated 
with other Hertz enterprises, are Wil- 
liam Wrigley, Jr., J. Stuyvesant Pea- 
body, Maurice L. Ross, Irving B. Bab- 
cock, Charles McCulloch, Charles W. 
Gray, B. A. Ross, Lee Miles, Walter L. 
Jacobs, Louis Rosenweig and D. G. Arn- 
stein. 

Besides Mr. Hertz, the officers of the 
new corporation are Maurice L. Ross, 
president; B. A. Ross, Walter L. Jacobs 
and D. G. Arnstein, vice-presidents; 
Edward N. D’Ancona, secretary; and 
L. B. Babcock, treasurer. Headquarters 
will be in Chicago. 





Motor Space Sold 

SEATTLE, Wash., July 7.—Virtually 
every space in the automobile display 
row has been sold for the Pacific North- 
west Merchant’s Exposition which will 
be held here during the week of August 
9 under the auspices of the Chamber of 
Commerce. 


MotoraAge 
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Stutz District Managers 
Meet in 3-Day Convention 


New Seven-Passenger Cars 


Tested Out in 24-Hour 
Road Drive 


INDIANAPOLIS, July 7.— Optimism 
and confidence ‘over the outlook for the 
automotive business of the summer 
months were expressed and implied by 
district road managers of the Stutz Mo- 
tor Car Company of America during a 
three-day convention called at the Indian- 
apolis headquarters last week. 


Vice-president E. S. Gorrell had his 
managers give to each of their territories 
a searching analysis and their assembled 
reports from Maine to California, from 
Canada to Mexico City, were assurance 
sufficient for a high production schedule 
of the Stutz, continuing over the sum- 
mer months. 


Mr. Gorrell had a surprise in store for 
his road representatives when he figura- 
tively “pulled the curtain” upon the new 
seven-passenger additions to the Safety 
Stutz line and gave all his super-critical 
guests an opportunity to actually test out 
the engineering detail refinements of the 
current models. 


It was a real test, consisting of a 24- 
hour run to and from French Lick and 
Indianapolis over a picked, roundabout 
course, where every form of boulevard, 
cross-country, detour, and hill-climbing 
quality of the car was tested by men who 
were “helped to be shown.” 


In addition to Mr. Gorrell and Bert 
Dingley, service managers, the represen- 
tatives participating in the conference 
with their territories were as follows: 
Walter Bieling, Ontario and _ central 
east; N. O. Gilbert, northwest and Cana- 
dian northwest; W. O. Hopkins, north 
central; J. R. Jamison, Pennsylvania, 
New Jersey and western New York; 
W. H. Klett, Rocky Mountain and old 
Mexico; A. H. McIntyre, New England 
and Quebec; S. W. McMichael, Pacific 
Coast and British Columbia; L. F. Rog- 
ers, upper New York state; J. E. Shultz, 
central states; S. C. Smith, southwest, 
and C. E. Whitten, south Atlantic; E. D. 
Cerf, manager, and C. W. Kucker, whole- 
Sale manager, of the Stutz Chicago Fac- 
tory branch; R. A. Rawson, manager, 
and S. W. Stout, wholesale manager, of 
the Indianapolis branch; E. W. Heading- 
ton, manager, and A. L. Bennett, whole- 
Sale manager, of the New York branch; 
C. A. Campbell, sales development man- 
aser of the company. 


Louisville Flint Closes 


LOUISVILLE, July 7.—The Louisville 
factory branch of the Flint Motor Co. 
has been closed. R. J. Haury managed 
the branch under the name of the Louis- 
Ville Flint Co. The building at 4th and 
York Streets has been taken by the 
Automobile Exchange, a new concern, to 
handle used ears. 
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Dividend Is Authorized 


DETROIT, July 7.—Payment of a pre- 
liminary dividend of 25 per cent on 
claims against the defunct Detroit Elec- 
tric Car Co. amounting to $209,744.81, 
was authorized in circuit court by Judge 
Clyde Webster. Payment of the dividend 
is to be made out of the sale, Nov. 27, 
1925, of the company’s assets to William 
C. Anderson, a member of the board of 
directors for $75,000. 


Wells Chevrolet Expands 


SEATTLE, July 7.—One of the largest 
sales ever recorded on Seattle’s automo- 
bile row, was announced when T. A. 
Davis, president of Central Chevrolet, 
Inc., Seattle, stated that the entire busi- 
ness had been sold to C. H. Wells, Inc., 
effective July 10. The sale includes also 
the branches—Westlake Chevrolet, Var- 
sity Chevrolet, and Jackson Chevrolet, 
all of this city. The new concern is 
taking over the entire stock, with the 
exception of the used cars of the Central 
Chevrolet. 


—_——-- —-+ 


Brady Joins Achen Co. 


MILWAUKEE, July 7.—C. J. Brady has 
been appointed sales manager of the 
Achen Motor Co., Milwaukee, distributor 
of the Chandler and Cleveland in Wis- 
consin and upper Michigan. Mr. Brady 
has been associated with the Hercules 
Powder Co. for 21 years, for the last 
Seven years as national sales promotion 
manager. 


National Air Transport 
Buys Stout Monoplane 


DETROIT, July 7.—Following success- 
ful flights of the new three-engined Stout 
all-metal commercial monoplane just 
completed by the Ford Motor Co., Col. 
Paul Henderson in his address before 
the Detroit Engineering Society an- 
nounced the National Air Transport, Inc., 
has purchased one of the new triple- 
engined Ford planes for service on the 
N. A. T. air lines. 


The new Ford plane powered with 
three 200 h.p. Wright “Whirlwind” en- 
gines embodies several improvements in 
design over the original three-engined 
plane that was destroyed in the fire 
which wiped out the Stout Metal Airplane 
factory early this year. With eight men 
aboard, including Colonel Henderson, 
and a full supply of gas and oil, the 
load carried on the flights is estimated at 
1500 lb. With two engines operating, the 
plane would climb, while with only one 
of the three powerplants working, the 
plane would have a choice of landing 
fields within a radius of 45 miles from 
a reasonable altitude. 


When his company, the National Air 
Transport, Inc., begins to carry pas- 
sengers in addition to the present mails 
and freight cargoes, Colonel Henderson 
states 10 passenger planes will be used 
and in his statement he does not con- 
nect the purchase of the Ford plane with 
his entry into the passenger carrying 
business. 


World Rubber Problems 
To Be Given Attention 





International Session During 
Chemical Society Con- 
vention Planned 


NEW YORK, July 7—The world’s 
rubber problems will be discussed by 
experts from many nations at an inter- 
national symposium on raw rubber to be 
held in connection with the Golden Ju- 
bilee of the American Chemical Society 
in Philadelphia September 6-11. 

John M. Bierer of Boston, chairman 
of the society’s rubber division, an- 
nounces that the symposium will deal 
with knowledge affecting the results of 
botanical, chemical, technical and engi- 
neering research in America and abroad. 


Leading rubber’ technologists and 
executives will reveal raw rubber de- 
velopments, including scientific progress 
in the plantation rubber industry, in wild 
rubber, South American and African, and 
in synthetic or artificial rubber, to per- 
fect which commercially scientists of all 
civilized nations are uniting in a com- 
mon attack. 

Rubber as a national asset, substi- 
tutes for rubber, the physical structure 
of rubber, the examination and testing 
of rubber, and guayule rubber, its botany, 
chemistry and technology will be other 
topics. 

A notable feature, indicating the battle 
bound to ensue between synthetic rubber 
and the plantation product, and in which 
the plant biologist will be the synthesist’s 
chief foe, will be a comparison of the 
physical properties of raw rubber with 
those of compound vulcanized rubber. 

Plan Seattle Show 

SEATTLE, Wash., July 7.—G. O. Wash- 
burn, president of the Washburn-Haines 
Company, Chrysler distributor in Seattle, 
has been named chairman of the automo- 
bile exhibits committee of the Pacific 
Northwest Merchants’ Exposition to be 
staged in Seattle, August 9, under the 
auspices of the Seattle Chamber of Com- 
merce. A meeting of all automobile 
dealers who will exhibit at the mam- 
moth show will be held shortly to per- 
fect plans. Washburn hopes to make the 
automotive exhibit the outstanding fea- 
ture of the exposition. 

Truck Tour Starts 

SEATTLE, July 7.—With Seattle as a 
starting point, the General Motors Truck 
Company this week launched a motor 
caravan unique in the Pacific Northwest. 
This assembly of G. M. C. trucks and 
Yellow trucks and coaches will tour 
Washington and Northern Idaho in a 
three weeks demonstration. The five 
models being featured are the new one- 
ton Yellow Knight “Money Maker,” the 
model “X” 17, equipped with camp body 
originally designed for the Sportsmen’s 
Show in Seattle, the model K-52, two- 
and-one-half ton G. M. C. chassis and 
the K-102 G. M. C. “Big Brute.” 
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LORRAINE-DIETRICHS WIN 


AT LE MANS 





Winning car which averaged 66.08 m.p.h. in road race 


PARIS, June 14.—(By Mail)—Driving 
a stock six-cylinder Lorraine Dietrich, 
of 210 eubic ins., Bloch and _ Ros- 
signol covered a distance of 1585.99 
miles in the 24-hour road race at 
Le Mans for the Rudge Whitworth 
Cup, thus averaging 66.08 miles an hour 
and creating a world’s record for this 
distance on the road. Last year the 
winner on the same make of car, over 
the same course, covered 1388 miles in 
two rounds of the clock. Second and 
third place were also taken by Lorraine- 
Dietrich cars, with distances of 1574.2 
and 1493.4 miles respectively. 


This race, which has attained premier 
position among automobile competitions 
in France, and directly influences the 
buying public, is open to stock cars to 
which certain modifications can be made. 
It really comprized two events in one, for 
of the 41 starters 11 had been qualified 
by last year’s performance to run for 
the final of the second year’s cup, which 
was awarded for the best comparative 
speed performance in proportion to pis- 
ton displacement, while the others were 
out with a view to attaining the greatest 
distance in order to qualify for next 
year’s final. 


The cup was won outright by De 
Gourcelles and Mongin on the Lorraine- 
Dietrich which covered the second great- 
est distance; it defeated an Italian O. M. 


driven by Foresti and Minoia by a very 
small margin. 


The race was held on the 103% mile 
circuit near Le Mans which was the 
scene of the French Grand Prix won by 
Murphy on Duesenberg in 1921. 

Framed to test fully equipped stock 
cars, the rules for the race stipulated 
that competing cars must be types sold 
to the public, but changes are allowed 
in valve timing, compression, and weight 
of reciprocating parts. Two men. are 
allotted to each car but only one handles 
it at a time; no outside supplies of any 
kind can be taken; six tires only are 
allowed, and gasoline, oil and water 
could be taken only at intervals of 214 
miles. 
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New Toledo Garages 

TOLEDO, July 7.—Large garage de- 
velopment in Toledo is planned with 
announcement of two downtown garages. 
The Yellow Cab Company associating 
with it the Toledo Transfer Company 
and the Yellow Drive-It-Yourself Com- 
pany, has purchased through 99-year 
lease 100 feet frontage on Ontario Street 
adjoining its present headquarters as a 
site for the new five story garage with 
facilities for taking care of 1,000 motor 
cars. The R. J. Noble Company has been 
incorporated to operate a general garage 
and repair business in the downtown 
St. Clair Street location of the former 
Simmons Boot & Shoe Company. 


Canada Willys Dealers Meet 


MONTREAL, July 7.—The inspection 
and discussion of the new four-cylinder 
Overland model furnished the chief in- 
terest of the recent convention of Willys- 
Overland dealers in the province of 
Quebec. The chief speaker at the con- 
vention was Florain Leduc, newly ap- 
pointed general sales manager for all 
of Canada. V. F. Blake, advertising 
manager of the factory, briefly outlined 
the extensive plans of the company to 
introduce the new model to the public. 
T. K. Jones, secretary-treasurer of the 
company, stressed the great importance 
of financing and the importance of prop- 
erly gauging car stocks in relation to 
sales possibilities. T. A. Russell, vice- 
president of Willys-Overland, spoke of 
the advantages available through the 
Willys-Overland franchise, etc. At the 
close of the meeting each dealer present 
was assigned one of the new models. 
The drive-away was the biggest that 
Willys-Overland had ever staged in Mon- 
treal. 


Gilmer Resigns Activity 


DETROIT, July 7.—Walker Gilmer has 
resigned as chief engineer of the L. H. 
Gilmer Co., Gilmer, who has been asso- 
ciated with the company for 20 years, 
will remain a director. 


Pfeiffer Sees Danger of 
Tire Shortage This Fall 


Miller Head Declares Reports 
of Big Inventories on 
Hand Exaggerated 


AKRON, O., July 7.—Reports of exces- 
sive inventories being carried by rubber 
manufacturers are exaggerated, accord- 
ing to William F. Pfeiffer, vice-president 
and general manager of the Miller Rub- 
ber Co., who forsees a shortage of tires 
before the end of the summer season, 
unless there is a decided increase in 
production within the next few weeks. 

Mr. Pfeiffer points out in a statement 
that dealers’ supplies are low at the 
present time, and that manufacturers’ 
stocks, although supposed to be large, 
will not suffice to supply the trade in 
the event of average good weather. 

“In crude rubber the industry is main- 
taining only such position as is neces- 
sary without disturbing a_ sensitive 
market,” he states. “Production is being 
gauged on the basis of sufficient stocks, 
and the number of cars and the amount 
of gasoline consumed. Manufacturers 
have not considered the fact that reserve 
stocks are too low under present condi- 
tions. 

“Manufacturers’ stocks are between 
9,000,000 and 10,000,000, according to the 
last report. The corresponding period 
last year was nearly 6,000,000. With 
dealers’ stocks short and the difference 
between the present stock and that of 
last year—nearly a month’s supply—it 
should be clear that there is not an 
overstock of tires in the hands of manu- 
facturers, but a great possibility of short- 
age.” 

Mr. Pfeiffer explains that manufactur- 
ers are still using high cost rubber, 
because the average price during the 
first four months of 1926 was 74.3 cents 
a pound, and they are compelled to carry 
45 to 60 days supply of finished goods, in 
addition to three and a half to four 
months minimum stock of crude ma- 
terials. 


_—- ee 


Upham Heads Road Builders 

NEW YORK, July 7.—The engineering 
world will receive with much interest the 
announcement that Charles M. Upham, 
for five years North Carolina’s chief 
highway engineer has_ tendered his 
resignation to become managing director 
of the American Road Builders’ Asso- 
ciation, and in addition, accept a few 
connections as consulting engineer, 
among them, the reorganization of the 
construction division of the Mexican 
Federal Highway Commission, he already 
having reorganized the engineering 
section. 


Canada Vauxhall Closes 
TORONTO, Ont., July 7.—The Vaux- 
hall Motors is closing its Toronto branch 
and factory and converting it into 4 
Canadian sales office for the Vauxhall 
division of General Motors of England. 
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Parts and Accessories 
Volume Shows Decline 


May Business Indicates Trend 
Toward Midsummer Cur- 
tailment of Buyirg 


NEW YORK, July .—Business of 
manufacturers of autome‘ive parts and 
accessories is showing a natural decline 
following the record production of the 
first third of the year and in anticipa- 
tion of the usual midsummer slowing up 
of motor vehicle production. 

The Motor and Accessory Manufactur- 
ers’ Association, which compiles reports 
of shipments by its members throughout 
the country, announced May business of 
a large and representative group of its 
members at an index figure of 151, as 
compared with 161 for April and 100 for 
January, 1925. June business, according 
to the association, will probably show 
further curtailment. 

Members of the association furnishing 
parts and accessories for original equip- 
ment of cars and trucks shipped in May 
145 per cent of their January, 1925, book- 
ings aS compared with 160 per cent in 
April. Shipments of machinery and tools 
for service stations declined in May to 
an index figure of 175, as compared with 
208 in April. Shipments to the trade of 
replacement parts and accessories gained 
in May over April, the former advancing 
from an index figure of 141 to 177 and 
the latter from 176 to 183. 

The parts and accessory manufactur- 
ers, while anticipating less business than 
in the first half of the year, look for a 
third quarter considerably better than 
the same period a year ago. Only a 
small minority of members of the asso- 
ciation who recently replied to a ques- 
tionnaire looked for less business in the 
next three months than in the same pe- 
riod of 1925. 

This year’s dollar volume of parts, ac- 
cessory and service equipment sales up 
to date has been between 15 and 20 per 
cent of last year’s and unit production, 
in view of price reductions which have 
generally prevailed throughout the in- 
dustry, has been 25 to 30 per cent greater. 





Changes Radio Distribution 


PROVIDENCE, R. I., July 7—The 
Apco Mfg. Co. has changed its policy on 
radio merchandising. In the future, 
Apeo radio products will be sold direct 
to retailers instead of through jobbers. 
The change does not apply to the Apco 
automotive lines. 





Heads Franklin Contest 


SYRACUSE, N. Y., July 7—Ray E. 
Drew of Aurora, IIl., has already attained 
the rank of general—the highest award 
in the Franklin sales contest, organized 
along Army lines with ranking promo- 
tions for salesmen in accordance with 
their deliveries. Many other contestants 
have attained the rank of colonel or lieu- 
tenant colonel. Mr. Drew sold and de- 
livered in the first five months of this 
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Salesmen of Detroit branch on recent visit to General Motors proving grounds 








year practically as many new cars as he 
sold in 1925 or 1924. 


—_——_——- 


Will Finanee Tire Sales 


TOLEDO, July 7.—In order to aid in 
the selling of tires and tubes on the in- 
stalment plan, a new concern, styled the 
Tire Finance Co., of Toledo, has been 
chartered with a capital of $10,000 to 
act as financial agent in such sales. The 
incorporators of the new company are 
Harry Rosenzweig, Benj. B. Moses, Jay 
Isaacson, Joseph O. Eppstein and F. 
Hammersmith. 


Chrysler Sees Good Half 


NEW YORK, July 7. — “American 
business should face the second six 
months of 1926 with genuine confidence. 
Times are good. Times will continue to 
be good. There is no ground for any 
pessimism,” says Walter P. Chrysler, 
president of the Chrysler Corp. 


“A great many business men study 
graphs on which are indicated current 
economic tendencies. They have ob- 
served business cycles and there is the 
feeling among certain business men and 
bankers that the second six months of 
1926 should see a certain economic re- 
action, in fact, a slight depression. That 
feeling is reflected in the attitude of the 
people generally who, after a period of 
prosperity, begin to look around as if 
anticipating a change in business condi- 
tions. 

“There is no sound economic reason 
for any change in business conditions at 
the present time, business cycles to the 
contrary. Times should continue to be 
good.” 


Kettering Tours West 


NEW YORK, July 7.—C. F. Kettering, 
General Motors Corp., vice-president in 
charge of research, is making a trip 
through the west in a specially outfitted 
Model Y Yellow coach. The outfit in- 
cludes a Frigidaire, a radio, an electrical 
Victrola and a number of special fea- 
tures, including the fact that it can be 
put back into service without undue 
cost. The party expects to drive the 
coach at 50 miles an hour whenever pos- 
sible. It left June 21 and will be back 
in Dayton, O., by August 1. 


Take Moon Sales 


ALTOONA, Pa., July 7.—Charles H. 
Fluke and John G. Kimmel, trading under 
the firm name of Fluke & Kimmel, have 
been assigned the distributorship for the 
Moon and Diana automobiles. The firm 
has already been established at 814 
Green avenue and their territory in- 
cludes all of central Pennsylvania. The 
firm plans to convert the present building 
into a modern sales and service station. 





Stromberg Branch Expands 


MINNEAPOLIS, July 7.—The north- 
west branch of the Stromberg Motor De- 
vices Co. has opened its new $70,000 
building for offices, sales and service at 
Laurel Avenue and 16th Street. D. G. 
Chandler is branch manager. The build- 
ing is the largest of its kind in the dis- 
trict. 


Pence Promotes Evenson 


MINNEAPOLIS, July 7.—Jalmer S. Even- 
son, assistant general sales manager for 
the Pence Automobile Co., Minneapolis 
Buick wholesale house, will be manager 
of the new $250,000 Pence building to be 
opened July 31. He will be succeeded 
by M. D. Clements, advertising manager. 
Mr. Evenson entered the Pence traffic 
department in 1918. 





Willys Boosts Ledue 


MONTREAL, July 7.—Florian Leduc, 
who has been manager of the Montreal 
branch of the Willys-Overland Company 
for the last five years, has been made 
general sales manager for Canada of the .- 
company. Mr. Leduc will take up his 
headquarters in Toronto. In taking his 
new position Mr. Leduc succeeds E. R. 
Paige, who was general sales manager 
and who has gone back to his old firm, 
the Simon Sales Company of Brooklyn, 
N. Y. Coinciding with this appointment 
of Mr. Leduc, W. W. Gardhouse has been 
appointed retail sales manager of the 
Toronto branch which is the largest 
retail branch of the company in Canada, 
though taking in Toronto only. H. L. 
Rochon has been named to be manager 
of the Montreal branch, with jurisdiction 
Over Quebec province. Previously Mr. 
Rochon was in charge of the Toronto 
branch. 
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TRADE ASSOCIATION 


N. A. PROGRAM IS ISSUED 





Convention and Show Details for Nov. 
15-19 Completed 
DETROIT, July 7.—The official pro- 
gram for the 1926 convention and show 
of the National Standard Parts Associa- 
tion, Nov. 15-19 in Hotel Sherman, 
Chicago, has been announced here by 
E. P. Chalfant, executive vice-president, 
in the form of a bulletin to members. 

It follows: 

Monday, Nov. 15—Morning: Registra- 
tion; attendance at show—not compul- 
sory. Afternoon: First general session 
—compulsory; president’s address; com- 
mittee reports; prepared talks by mem- 
bers only. (Session open only to dele- 
gates and alternates.) 

Tuesday, Nov. 16—Morning: 
attendance —compulsory. Afternoon — 
Show attendance—compulsory. (Show 
periods open for entire day to invited 
manufacturer and jobber guests.) Eve- 
ning: Banquet—not compulsory. (Spe- 
cial show to be staged but no speeches.) 

Wednesday, Nov. 17—Morning: Show 
attendance — compulsory. Afternoon: 
second general session—compulsory; pub- 
lic speakers. (Session open to all in- 
vited guests.) Evening: Show attend- 
ance—not compulsory. 


Show 





Thursday, Nov. 18—Morning: Show 
attendance — compulsory. Afternoon: 
riday, Nov. Third gen- 


eral session—compulsory; reports of 
divisional meetings to be received; nomi- 
nations for officers and directors; two 
prepared short papers by association 
members; open discussion of papers. 
Afternoon, 2 to 4 p. m.: Fourth and 
final business session—compulsory; elec- 
tion and installation of officers; closing 
addresses. 4 to 5:30 p.m.: Show attend- 
ance—not compulsory. Evening: No 
session; no show. 

Applications for show space will be 
sent out about July 15 and drawings for 
space will be made Sept. 15. There will 
be 11,460 sq ft. of floor space providing 
a minimum of 113 single booths. 





Columbus Plans A. E. A. Meeting 


‘COLUMBUS, July 7.—The Ohio zone 
of the Automotive Equipment Associa- 
tion and especially those members in 
Columbus, are arranging for a merchan- 
dising meeting to be held in connection 
with an outing, at a country club near 
Columbus, July 10. The feature of the 
outing will be a number of merchandis- 
ing talks, given by field men and sales 
experts from the national headquarters 
at Chicago. It is planned to entertain 
about 500 automobile dealers and distrib- 
utors, service station Managers, garage- 
men, tire and battery repair men and all 
others in the automotive industry upon 
that occasion. A dinner will be served 
and a program of contests and athletic 
events will be arranged. Those in charge 
of the arrangements are C. E. Justus, 
president and Curtis Sohl, secretary of 
the Ohio zone. 
Pennsylvania Dealers Meet 

JOHNSTOWN, Pa., July 7.—Three 
hundred automobile dealers and salesmen 
from the central and western Penn- 
sylvania districts attended a sales con- 
ference here, sponsored by the Johns- 
town Automobile Dealers’ Association 
and held at the Sunne Hanna Inn. A 
dinner was served the assemblange after 
which A. R. Kroh of the National Auto- 
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mobile Dealers’ Association gave an in- 
spiring talk on general merchandising 
plans and future phases of the automo- 
bile industry. Jack Leppert, secretary 
of the Johnstown association, presided 
and introduced the speaker. 





Syracuse Dealers Picnic 


SYRACUSE, N. Y., July 7.—Syracuse 
automobile dealers, headed by Mayor 
Charles G. Hanna, who is also the Ford- 
Lincoln dealer here, held their annual 
outing at Bay Shore Inn, Oneida Lake, 
Wednesday. More than 150 dealers and 
subdealers attended the event. 


The feature of the athletic program 
which C. H. Hayes, secretary of the 
Syracuse Automobile Dealers Association 
had arranged, was a baseball game be- 
tween the accessory men and the dealers. 
Mayor Hanna captained the dealers team 
and the score was 6 to 4 in favor of the 
dealers. 


Edward M. O’Donnell, was chairman 
of the committee which had the event 
in charge. Others on the committee 
were Stephen K. Bresee, Charles W. Bull, 
George A. Fonda, H. Munroe Gere and 
C. H. Hayes. 


Mayor Hanna sent his yacht to South 
Bay to give the dealers an idea of ma- 
rine engines. After this 20 mile spin 
had worked up appetites the dealers 
assaulted an unusually big chicken, frog 
and fish dinner at the inn. 





Hold Used Car Campaign 


SEATTLE, July 7.—The ‘Midsummer 
Review,” the outstanding user car event 
of the year in Seattle, sponsored: by the 
Used Car Managers’ Association is under 
way here and will continue through the 
month of July. It marksa concerted and 
consistent effort to move used cars by all 
dealer members of the association, with 
public attention focused on this branch 
of the automotive industry by special 
displays and merchandising events. 

Firms around the city have decorated 
their establishments to lend a festive 
atmosphere to the event, and every 
automobile is priced with the special 
“Midsummer Review” orange sales tag. 

Plans for the affair were consumated 
at a recent meeting of the Used Car 
Managers’ Association, an automotive 
organization, said to be unique in the 
United States. At this meeting, the asso- 
ciation re-elected its present officers. 
They are: A. E. Feragen, president, C. B. 
Simpson, vice-president, D. S. McBirnie, 
secretary-treasurer, and Carl EF. Arnold 
and D. A. Fetta, members of the execu- 
tive committee. 





Tire Information Wanted 


NEW YORK, July 7.—The National 
Tire Dealers Association is sending a 
questionnaire to all its members to obtain 
dealer statistics of July 1. George J. 
Burger, secretary-treasurer, says that 
never in the history of the tire industry 
were these statistics more necessary than 
at the present time. Information de- 
sired includes the number of high pres- 
sures, balloon, tire and bus, solid and 
cushion and pneumatic tires and tubes 
on hand July 1, the number of tires 
stocked by each dealer show sales during 
the first half of this year compared with 
the 1925 period and whether dealers find 
an increasing demand from consumers 
for tire repairing. 


ACTIVITIES 


TIRE PRICE GUARANTY URGED 





New York Dealers Would Have Definite 
Statement From Makers 


NEW YORK, July 7.—The Greater 
New York Tire Dealers’ Association, at 
a meeting in Hotel Pennsylvania last 
week, took definite steps towards ascer- 
taining, if possible, from tire manufac- 
turers whether any arrangement can be 
worked out by which the manufacturer 
will guarantee future tire prices to the 
dealer for a reasonable period ahead. 

The association appointed a committee 
consisting of George J. Burger, presi- 
dent, L. A. Brown, secretary, Joseph 
Groth, William Jude and Louis K, 
Beller to confer with the manufacturers 
in an effort to secure such cooperation 
which the dealers believe they must have 
to continue in business. 

Mr. Burger said that the dealer does 
not demand higher or lower prices but 
merely wants to know where he stands 
with reference to future prices. 


Recently the association sent out a 
letter to leading tire manufacturers ask- 
ing what dealers might expect in the 
way of prices after July 1. Mr. Burger 
describes the replies as evading the ques- 
tions and as indicating that each manu- 
facturer is determined to stand pat on 
present methods if the others do. 





Salesmanagers Organize 


MEMPHIS, July 7.—The Salesmana- 
gers’ Bureau of the Memphis Automobile 
Dealers’ Association was launched in 
Memphis this week. Harter B. Hull, 
president of the larger group addressed 
the initial meeting. Tom Brown of the 
John T. Fishef Motor Co., was elected 
president; Gordon Rudd of Jerome 
Parker Harris Co., vice-president; J. J. 
Corbett, of the Memphis Motor Co., 
treasurer; Robert Jones, of the Richard- 
son Motor Sales Co., secretary. 





Birmingham Dealers Meet 

BIRMINGHAM, July 7.—Automobile 
financing, further unity among the auto- 
mobile dealers and greater stabilization 
of the automobile industry in Birming- 
ham, were the discussions which featured 
a largely attended gathering of members 
of the Burmingham weeeed Trade Asso- 
ciation. 


Sterling Edwards, president of the 
Edwards Motor Company, led the dis- 
cussion of automobile financing, while 
H. E. Bissell of the Bissell Motor Car 
Company, and Thad McCarty of McCarty- 
Greene Motor Company led the other 
two discussions. 


Donald Drennen of the Drennen Mo- 
tor Company invited the members of the 
association to hold their July meeting 
at the Drennen Camp on the Warrior 
River. They accepted with enthusiasm 
and the next meeting will be held late in 
July as soon as the camp building is 
completed. 


Boosters Aid Employers 

NEW YORK, July 7.-—The employ- 
ment committee of Automotive Booster 
Club No. 13 of New York has accol- 
plished considerable in bringing men and 
jobs together in the sales field of the 
automotive equipment industry. The 
committee has been operating in the 
interests of automotive equipment inanu- 
facturers and salesmen in filling pos!- 
tions in this line of work. 
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New Figures Show 1925 


Exports in Heavy Gain 


Advance Over 1924 More Than 
100 Per Cent—Domestic 
Rise 32 Per Cent 





WASHINGTON, July 7.—Exports of 
automobile trucks and buses jumped 
more than 100 per cent in 1925 or from 
27,332 units, valued at $19,199,344 in 
1924 to 58,624 units valued at $37,703,302 
in 1925 according to revised figures just 
made public by the Automotive Division 
of the Department of Commerce. It is 
shown that domestic production, however, 
increased only 32 per cent or from 
360,625 in 1924 to 475,941 in 1925. 

A gain of 27 per cent was shown in 
Canada’s exports of trucks, most of 
which are the lightest type, as compared 
with a production increase of 26 per 
cent. 

The average unit value of United 
States exports of trucks and buses during 
1925 was $643, or $59 less than the aver- 
age during the preceding year. “This 
large decrease in the unit valuation,” it 
is stated, “is in contrast to the $14 in- 
crease in the unit valuation of passenger 
car exports during the year, and this 
decline in the unit value of commercial 
vehicles, is largely responsible for the 
large gain in truck and bus exports.” 

Australia was the leading market dur- 
ing both of the past two years, taking 
155 per cent more commercial vehicles 
from the United States in 1925 than in 
1924 largely because of the peculiar 
need of that country for economical 
transportation. 


—_—— —__ 


Cooper Wins Salem Race 
SALEM, N. H., July 5—Earl Cooper 
won the 200-mile event on the Rocking- 
ham Speedway today from a field of 17 
others, Benny Hill, second; Pete De 
Paolo, third; Harry Hartz, fourth; Frank 


Elliott, fifth; Norman Batten, sixth; 
i ade Morton, seventh; Dr. Shattuc, 
fighth; Phil. Shafer, ninth. In the 50- 


Mile race, De Paolo won, Hartz, second: 
Elliott, third; Hapburn, fourth; Shattuc, 
fifth, Eight started. John Duff hit the 
top guard rail and was thrown out roll- 
Ing to the bottom of the track and the 
car slid down nearly crushing him. He 
escaped with few cuts and bruises and 
slight brain concussion. Jack Foley of 
Billerica, in practice Sunday, hit the up- 
ber guard rail, ripped 400 ft. off it and 
Was killed instantly. He was driving a 
brand new Duesenberg just finished at 
Indianapolis the day of the 500-mile race, 
but too late to qualify. There were about 
4000 present. 


Visits Supply Branches 
DALLAS, Tex., July 7.—Don A. Davis, 
President of the Western Auto Supply 
Company with general offices at Kansas 
ity, was in Houston, San Antonio and 
Dallas during the past few days visiting 
branch houses in Texas and getting first 
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Coming Motor Events 








Automobile Shows 


1927 NATIONAL SHOWS 

















New York Jan. 8-15 
Chicago Jan. 29-Feb. 5 
Boston, Mass March 5-12 
Mechanics Bldg. 

Chicago Nov. 8-13 





Show and convention, Automotive 
Equipment Ass’n, Coliseum. 


Chicago Nov. 15-19 
Show and convention of the Na- 
tional Standard Parts Ass’n, Hotel 








Sherman. 
Dallas Tex Oct. 9-24 
Automobile Bldg. 
Denver, Colo Aug. 3-6 





Automobile Show, Civic Center. 


Fargo, N. Dak July 12-17 
State Fair, State Fair Grounds. 








New York Sept. 13-18 
Madison Square Garden, Radio 
Manufacturers Ass'n. 

St. Louis Sept. 4-19 





Industrial Exposition, Forest Park. 























Races 
Altoona, Pennsylvania Sept. 6 
Atlantic City, N. J July 17 
Atlantic City, N. J Sept. 25 
Charlotte, N. C Aug. 23 
Dallas, Texas Nov. 11 
Los Angeles, Cal Nov. 25 
Salem, New Hampshire Oct. 12 
Conventions 

Automotive Equipment’ Assciation, 

Coliseum, Chicago Nov. 8-13 





National Association of Automobile 
Show & Association Managers, 
Drake Hotel, Chicago July 27-28 

National Standard Parts Association, 
Hotel Sherman, Chicago........ Nov. 15-19 

National Tire Dealers Association, 
Inc., Memphis, Tenn Nov. 16-18 

North Carolina Automotive Trade 
Association, Wrightsville Beach, 

N. C. Aug. 9-10 

Society of Automotive Engineers, 
Transportation and Service Meet- 
ing, Boston, Mass Nov. 16-18 














COMING FEATURE ISSUE OF CHILTON CLASS JOURNAL PUBLICATIONS 


September 30—Automotive Industries—Annual Production Issue 








hand information on the general situa- 
tion in the southwest. He announced he 
would open a store in New Orleans soon 
and another in St. Louis. The Western 
Auto Supply Company now maintains a 
chain of 25 stores and last year did a 
business of more than $9,000,000, Mr. 
Davis said. 
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Takes Stutz Distribution 


SAN ANTONIO, Tex., July 7.—The 
LaSage Motor Company has been organ- 
ized here for the distribution of Stutz 
cars in the San Antonio district. The 
company formally opened its establish- 
ment at Main and Park streets this week 
with a complete line of Stutz cars on 
exhibition. 


Durant Dealers Meet 


SAN ANTONIO, Tex., July 7.—Star 
and Durant dealers from all sections of 
southwest Texas were here this week to 
meet with J. F. Roark, sales manager 
of the home offices and discuss plans for 
the remainder of the year. The dealers 
brought reports that trade is brisk and 
the outlook fine. They were told the 
factory is preparing to put out 45,000 
new Star six sport roadsters, one for 
every dealer in the country. 


British See Canada Market 


MONTREAL, July 7—F. W. Field, 
British trade commissioner in Montreal, 
said here that his office was receiving 
many inquiries from British automobile 
manufacturers regarding the establish- 
ment of assembly plants for British cars 
in Canada. Mr. Field believes’ that 
British cars can now compete with 
United States made cars if the British 
manufacturers would only examine the 
physical as well as the financial and 
other conditions in Canada. 


Will Travel in West 

SPOKANE, Wash., July 7.— Albert 
Menard has been appointed traveling 
service representative of the Spokane 
Nash Motor Company to cover the 40 
towns and 32 counties in its territory. 
Standardization of service in each deal- 
er’s establishment is part of the program 
he will work out. Ralph Loveless has 
been appointed as assistant to George 
Edwards, territory representative. 





New Service Station 

DETROIT, July 7—A large new 
service station on John R. Street, said 
to be one of the finest equipped in the 
entire country has been opened by 
Thomas J. Doyle, Detroit distributor for 
Dodge Brothers, Inc. The station is one 
story in height and comprises about 
40,000 sq. ft. of floor space. Windows 
on all sides and in the roof flood the 
building with natural light. 





Takes Flint Distribution 

ST. LOUIS, July 7.—Burgdorf Motor 
Co., 2719-29 South Jefferson Avenue, has 
been appointed distributor in the St. 
Louis district for Flint cars, according 
to an announcement by Harry A. Walter, 
manager of the St. Louis Flint Co., Inc., 
Walter announced that the St. Louis 
Flint Co., Inec., 3205 Locust Street, a 
direct factory branch, would be closed. 





Olds Branch Moves 

DALLAS, Tex., July 7—The Olds 
branch factory this week moved to larger 
quarters at 2119-2121 Main street. At 
the same time Frank Williams manager 
of the branch, announced the appoint- 
ment of F. F. Rudaruff as assistant 
branch manager. The Franklin Motor 
Company has moved sales rooms and 
general offices from South Harwood to 
North Harwood and Trinidad streets. 
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SHIP 
WT. PASS. B a 
° ODY STYLB SHIP 
AUBURN “4-44” - PRICH | WT. PASS. BODY STYLE. PRIC | wr. 
wei 5-p E wT. 
ane > antine sag | CHRYSLER (Contimuea) PASS. BODY STYLE. P SHIP —= 
sewtemee — anssee — 11145 | g95¢ 5: Sedan ELCAR - PRICH | WT. PASS. BODY 
novenne 5-p Sedan 17175 | S996 {°2 Royal Coupe oer “4-559 STYLE. PRICE 
“6-66” 1.195 | 3085 5-p Rovugnam ryan | (2580 Sp OT cial 
2850 4-p sport, 3090 g., Royal Sedan vene | ua ‘> Roadne $1,095 “New-Day” 
2860 6-p Touring pote? 1-395 rown Sedan '39g | 8°? 5-P Coach . 1.295 | 2400 6-p Touring D 
sap BR Coupe. 1,395 “go” si75 $B Coupe Liss | 2478 bp Sedan °* She 
30 J rougham é' (185 * ; an . dan De 
3070 6-p = Sedan i438 | 3775 5-p \ Pnaeton “6-65” — we 1 
70 o., > 1/695 | 3730 2-4-p Roadste: 2,545 ; 6-65 JORDAN 
1,745 105 6-p § . 2.595 | ....... -pP Touring ““y 
“8_ ga edan +4 4-p R 1,295 
$180 « (129 in. W. B.) 4015 4-p , in.*) 3,095 2779 S-p Coach 1,495 tt 5D a eayher Road. $1,845 
_G22inW.B) | ~ ° *P Coupe | = 2,895 | 2900 is : ~ 
$200 6-p Touring woter GBS | 4355 TP (198% insy 3898 | MNO OP Sedan ‘ese | 4-p Victoria 194 
Seeteerp ~ an . ’ 5 
3380 6-p Brobe 1695 | oO oral, Pon Seaan Li 3,196 “8-81” Series “A” 
3450 5-p Brougham 1795 verall length, m, 3,595 eecccece 4-p Roadster 3340 5-p Tou i 
n mm r 
8450 ow. Wanderer Saar CLEVELAND “31” 3000 . Bourne Het 3625 4D Sedan © Bett 
on 7-5 W. B.) y aeas 5-p Pourin ccceese 6 =D Seams 2,195 soterio 2,495 
— 2 565 5-p Tourg' $945 | Gog - 5-p Sed 2,095 | KISSEL 
495 ou an 
BUICK Standard ‘6g aone 3-p Coupe DeLuxe 1,025 £060 7-p Sedan 2,265 +559 
2845 2-p = Road 2796 0.8 ‘Sedan 1,035 | ESSEX 2,765 | 3130 © 2- 
3020 «81> ouring’ $1,125 -P De Luxe Sedan i289 | 2290 5-p ‘Touring | | oo 2p Spdster $1,795 
2-p 1,150 - ° 2455 7% ——S- 2 8206 lda ak LT ae 4- er DeL. 2) 
3150 5-p oupe 43” Sm Geach io “sux P Speedste 085 
24 58 1,195 | 2800 5- ach ass‘ BECSCOBERO 4-p Sp’ , 1,895 
Hie fp Gogpceaem Lee | Hate EB Bete TEE | 786 | i590 FD Rc. Speedster 24 
. - Sedan 1,2 8-p Cor ng =, 295 oy AS Te "Pp Enc. Spd ae 
295 | 3145 5- oupe } 2497 ~~ ‘4p E Pd. DeL, 2,585 
“Master” D Sedan 225 250 5-p Coach = oe! ataa 4- nc, Speedster 2. 
0 65- p E 1185 
ae a W. B.) CUNNINGHAM — 5-p DeL. Coach age | 219° 4-P Tourster | > o ees 
3515 : ‘oadster “oy. “B-60” 3980 -P Tourster 195 
8676 > Touring ose 4500 4-p g V-6” 2683 4-p weenie site 4 Phaeton DeL. 1.965 
Stes, «SB 2d. Sedan = i'395 | frog EP Sp. Touring $6,160 2708 = 5-p Touring 1,395 [amon fb Fhaeton Del, aH 
“Se -o0uriIng 6,660 | 3093 - ’ § eececces e 4 ‘ 
(128 in. W 1495 | 6000 6-p Time 6.660 | 3093 5-p Sedan ayneset 495 | a 7p Touring DeL. 1/385 
35704 . W. B.) mousine 7.600 | 2933 6-p Brougham 1526 | 8436 ip Goube Roadste 895 
3635 65.5  §8P- Roadste DAGMAR reugnam 1,525 “P Coupe ay 
3805 3.5 SP. Touring 1'6oe pow “B-80” 3640 65 © ©Goupe Deb. oa 
8855 4-p coe Club i1'765 | 3750 4-p R a 3139 (120in.W.B) 2 J 5-p Bre. ‘Sed ang 1,995 
He ES coupe’ tae | He EE detec, eye | BB ip em hae | BE $B Brougham 44°” 1 
. edan — 4 -P Phaeto 3,500 3310 4. ouring = 4010 _7- edan De Luxe 3. 
capiitac | ss CB Biaeee tas | He EB gBiteteme ae | MER Pio Bel. ih 
4500 4- e Sedan 4’ 5-p 23045 | oo 5- 2,185 
“314” Standard Li 4700 5-p Sedait*® Coupe "750 — 2,195 pb Wictoria DeL. 21485 
(132 in. W. B) 4800 7- edan (130 in. W. B congee . 
4125 4- rougham $2 “6-60” 49 7-p Be ain toon } 
4040 2-p Yictoria 3/098 3100 5-p = ‘Pourin FORD _ 2,395 | -neee-ee 84 DeL, 2485 ) 
oe 5-p er 3,045 3200 7. Roadster 1,785 Mi ae 4 2:95 
4 7-p Seda 3,195 3500 -p Sp. Tourin 1,985 a Starter, Dem ie ee OF 2-p DeL, 2,585 K 
880 7-p Imperial cae | 2 ~~ : 2446 1655 Balloon Tires ? *™@ | 2-p Spa. Den, 2985 
8,435 AVIS —- daar” m\mWojt._ 4-p - DeL, 2,985 4 
Cc 1 umabout §§ eaen | esses e Spe 
406 “G32 powlt 2660 —_ 1800 2p, Gouring reo | <p Tour Spd. Del. a 
56 3- . 4-p 1972 Uh Pe iti ttteeeee e ster 
D Roadster 33,2 2915 5-p pantuter $1,495 2004 2 Tudor Sedan a wn 5.5 Tourster DeL, 2 348 ; 
(138 in. W. B »260 3000 6-p § &§ on. Tour, 1,495 Db Fordor Sedan + 5 p Phaeton 1,985 : 
4125 7p » B.) 3060 6-p Imre 1595 FRANKLIN 645 |... -P Phaeton DeL, 2’ : 
4100 5 ouring mperial Sed ‘ -- %-p Touring 185 4 
4300 6p Coupee” 3.250 “gg | 2800 “a1” “= %D Touring Det, 23 f | 
4300 6-p i 4'000 2325 5-p Tour 2845 2 Sport Road $ satiate 4-p Coupe Roadster 2,095 M 
ico 7B Suburban 4.150 | 2459 $:P Sedan ~ siegs | 2965 3.5 Zouring © $++4 io ae a | 
-P Imperial 4,285 -P Coupe oS ee 3-5-p oupe — |. oo 5-p 8B e Luxe 2,885 
C ‘°° = ioe roug. § 2 
CASE 4.485 | DIANA “st, 3” ee Sedan 2760 |. b> Bre: Bed. Del. 2385 ~ 
J. 1. ©. 2995 5-p sw" g.g7P Victoria 2,790 | onneee ep Brougham 24. 20% Fy 
$260 3-p R 2996 Roadster - 7-p Sedan 2:790 | ........ 7-D Sedan De Luxe 3,485 2 
$290 5 -p = $1,840 “P =Palm Beach ‘195 | 3539 cP Oxford Sedan St ie 7D Vintorpe® Del. 3,585 4 
$479 $-D Sp. Tourin 1885 | 3170 5-p Del Brougham i335 | 3136 7.2 Sport Sedan 2910 | 7-D Victoria Del. 2845 
3650 5? Sedan & 2.160 ah 5-p De Loo ae 1,995 3135 7p Gmousing bg tn eL. 2,885 ' 
P Brougham 2'690 3640 > Cabriolet —_ pte GARDNER — 4,400 —— 32 
soy ’ edan (1365 in ’ “6-50” 
3950 87- 3640 W. B. 30 6B 2950 3 35 
432 -P Touring ; 7-p Berlin 2,695 70 4-p P “P Roadster 
0 7->D Sedan S23 ae 5-p Town — aes 3290 -D Rosdete $1,395 3425 5-p Touring sai ” 
CHANDLER «35» 2.975 | DODGE BROTHER 3210 5-p Brougham 1,395 | 3425 5.5 Sedan 2,245 : 
3090 - 2448 2 ’ 3280 5.5 Cabriolet “aor | oe SD ndau Sedan 2,245 a 
3223 9-2 Sport Touring $1,695 | 2567 2-2 Special Roadster aoe 8B 1,695 | LINCOLN 
3308 2" 20th oe 1'646 2497 2.3 Spec, fourin Hy 33e0 4-p Phaeton 4460 2-p 29 
3526 § > Brougham 1695 | 2589 4B Sport Roadster 43 | S020 GB SP, Roadster Lips ages, Touring” eit tf 
35947. et. Sedan - 9 2-p Co ouring 880 348@ 4. rougham ° 4-p Phaeton 808 
3694 7-5 Sedan 1898 | 2632 2p § upe ooo] 636200 «g}| Pabriolet 1,895 | 778) 4-P Sport Phaet 4,000 312 
erline 2'0 . 2811 65-p ~ c. Coupe 895 3940 7 p Imp. Sedan 095 | | 50 4-p Coupe aeton 4,90 $17 
CHEVROLET «x» —_ i a pen Ged. a | om” Sedan 2095 | 4760 6.5 Sedan rit $27 
1780 2p R 5-p DeL. Sedan 1,978 i 4890 7.5 Sedan 4,901 
1875 6-p Touring” $519 | DUESENBERG 076 | 1755 5 ol 4945 7-p Limousine Bal 
2-p Util 510 205 “P= Touring 
tt an Gonity Coupe 645 | 3920 2-p Straight “3” ~n 6-p Sedan $595 | LOCOMOBILE att 
a fp Sedan $45 | 3970 4-> Roadster , RITZ 5 —_ 355 
au Se 5- ‘D-1" " 
CHRYSLER “53” ~~ tT -p ~_ = $6,650 $806 2 Touring 3000 5.5 Roadster 2, 150 
29 -D Sed + D> kite 35245 32 " ouring 785 
2300 2-p Roadster sop | eo? Sedan t | HUDSON een #400 Sp Sedan ai i640 
. n - 2 
ase 2-p Club Seune 845 : tManufacturers a , “Super Six” 50 6-p Brougham 3385 3750 
3679 ~-P Coach aoe a Seen, o not quote | 340, 27P Phaeton songs 3830 
D Std. Sedan 996 | DU PONT = «q» 3646 ‘p> Brack Vosg | 4660 4-p nl — 
“ea 33 5 7. am 4d, 1. 4600 7 or Tour. 56,500 
2575 - 60”" 44 2-p Roadster p Sedan nee 4980 4 Roadster 5,900 2600 
Ht EE EE ga $1,075 | 3800 S-p Touring $2,600 | HUPMOBILE ; 5040 «6.5 «6 Goupe 6,950 2500 
ee . oadster 1,145 3550 6-5 Touring 2,600 “a ao a p Victoria Sedan 7,300 2640 
2780 5-p et 1166 -P Touring Sedan pte 2620 6-p TT 5000 7» Sed. (divided) 7,450 2615 
2840 5-p sopen 1195 DURANT »400 ved 5-p | a $1,325 tee q-p ee aH 2765 
1,2 . 4-p 1,38 960 6- on 7,6 2885 
2805 “70” 7 +++ i a Pad po 1388 p Brougham 7,500 si 
= * .99 j 
2785 4 Roadster $1 2450 i Spec. Touring $ 730 $255 6-p 2 “4g” 
2896 cP Phaeton 625 | 2480 P Coupe 805 | 3362 7- tee wa a 6+? : 
Coach 1395 | 36s0 gp SBgc,, Couve = 873 | Ha 1B guring «= nae | GR Ee Recetas Toun Da 
: eda 34 adster 40 7- 7,460 Fz 
44 2710 65-p Spec. Sed 380 | 3500 $.3 Coupe 2:045 | 5639 G.2 Touring Lim. 9,50) 2445 
an 995° 3580 -P Sedan 2,345 5464 7 P Victoria Sedan 10,050 — 97: 
5-p Berline 2,345 | 5868 7) Brougham 10,040 2460 
2,445 5600 7-p a Dr. Lim, 10,050 Shea 
abriolet 10,300 sce 
| 27 
Motor Age - 








ie) 
S/S 


 PRICB 
» $1,095 
995 

ixe 1,095 
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SHIP 


wT. PASS. BODY STYLE. PRICH 
McFARLAN “6” 


“sy” 
2- Roadster $2,650 
_ —. Spec. Roadster 2,900 
3600 5-p Touring 2,650 
canis 7-p Touring 2,750 
“ sind 5-p Brougham 4d. 3,180 
3850 4-p Coupe 3,180 
3850 5-p Sedan 3,180 
alae 5-p Spec. Sedan 3,180 
3850 7T-p Sedan 3,280 
ciaaiin 5-p Sub, Sedan 3,380 
ioe 7-p Sub. Sedan 3.480 

ory” 

0 2-p Roadster $5,400 
1600 4-p Sp. Touring 5,60 
4900 4-p Coupe 6,720 
6200 4-p Tour, Sedan 6,720 
5200 7-p Tour. Sedan ,81 
—— 6-p Sedan 6,720 
eunenie 7-p Sedan 6,810 
aueiin 7-p Spec. Sedan 6,81 
dniaaan 7-p Enc. Sedan 7,110 
aa 7-p Sub. Sedan 7,110 
6200 7-p Town Car 9,00 

“Straight 8’ 
nessa 2-p Roadster $2,650 
on 4-p Roadster 2,900 
esis 5-p Touring 2,65 
onmeti 7-p Touring 2,750 
ae 5-p Sedan ,180 
eines 5-p Sub. Sedan 3,380 
ini 7-p Sedan 280 
eiahine 7-p Sub. Sedan 3,480 
canes 4-p Coupe ,180 
unmenn 5-p Coach Broug. 3,180 
oie 5-p Town Car 4,600 
MARMON cm ape 
wien 4-p Speedster $3,295 
8827 2-p Speedster 3,295 
3604 6-p Sar ,295 
3704 T-p Tourin ,295 
4080 65-p Std. ereushem 3,295 
3983 2-p Std. Coupe »296 
3937 4-p Victoria ,295 
4065 65-p Sedan 3,295 
4248 T-p Sedan 3,37 
4080 6-p Spec. Broug. 3,395 
4065 5-p Spec. Sedan 3,395 
4243 7-p Spec. Sedan 3,470 
4031 5-p Sedan De Luxe 3,775 
4176 T-p Sedan de Luxe 3,850 
4100 5-p Sedan Lim. 3,900 
4215 7-p Sedan Lim 3,975 
MOON 
Series ‘‘A” 
2600 5-p Roadster $1,395 
onsen 5-p Roadster neumaiaes 
2560 6-p  Tourin 1,195 
2720 5-p Cab. Roadster 1,695 
2710 5-p DeL Brougham 1,395 
2860 6-p DeL. Sedan 4d. 1,545 
London 
3270 5-p Sp. Touring $1,985 
3290 7-p Touring 1,985 
3590 6-p Petite Sedan 2,540 
NASH 
“Light Six” 
2210 6-p Touring $865 
410 5-p Sedan 995 
“Special’”’ 
2870 2-p Roadster $1,115 
2960 6-p Touring 1,135 
2980 4-p Roadster 1,225 
030 2-p Business Coupe 1, hy 
a B-P Sedan 24. 1,215 
- edan 
8270 =6§-p Sedan 4d 1,445 
“Advanced” 
(121 in. W. B.) 
3390 4-p Roadster 1, 475 
3400 6-p Touring 1,340 
$650 5-p Sedan 2d. 1,425 
“Advanced” 
(127 in. W. B.) 
8480 = 7-p Touring $1,490 
3640 4-p Victoria 1,790 
3750 5-p Coupe 4d. . ;990 
$830 7-p Sedan 2,090 
OAKLAND 
‘sq 
eee 4-p Sp. Roadster 1,175 
840 5-p Touring 1,025 
seit 5-p Coach 1,095 

5 3-p Landau Coupe 1,125 
2765 5-p Sedan 
2885 §-p Landa» Sedan 1/295 
OLDSMOBILE 

**30” 

2235 5 -p Touring $875 
2445 4-p DeL, Roadster 975 

22 see Teuring 980 
iia oupe 25 
2460 = §-p Coach 950 
2660 2-P De Lume Compe 990 
253 5-p De Luxe Coach 1,040 
2736 5-p Sedan 5 

5-D De Luxe Sedan 1,115 


July 8, 1926 





SHIP 
WT. PASS. BODY STYLE. PRICH 
OVERLAND 
**96”" 4 
cin. aan Touring $645 
ieee 2-p Coupe 735 
2075 5-p Sedan 735 
“oO 4 
1919 5-p Touring $495 
2202 5-p Std. Sedan 2d 595 
**93"" 6 
2395 5-p Touring $895 
2397 2-p Coupe 895 
2443 4-p Std. Sedan 935 
PACKARD 
ad | he 
(126 in. W. B.) 
3643 4-p Roadster $2.785 
3653 5-p Phaeton 2,585 
3753 4-p Coupe 2,585 
3937 5-p Sedan 58 
(133 in. W. B.) 
3793 7-p Touring $2,785 
4043 T-p Sedan 2.785 
‘einai 5-p Club Sedan 2.725 
4133 7-p Sedan Lim, 2.885 
‘sg? 
(136 in. W. B.) 
4060 4-p Runabout $3,950 
4090 5-p Phaeton 3,750 
4242 4-p Coupe 4,650 
4528 5-p Sedan 4,750 
(143 in. W. B.) 
4199 7-p Touring $3,950 
cniiaen 5-p Club Sedan 4,89 
4655 7-p Sedan 5,000 
4710 7-p Sedan Lim. 5,100 
PAIGE 
$46.72" 
(125 in W. B.) 
3500 5-p Std. Sedan $1,495 
3615 5-p Sedan De Luxe 1,670 
3475 4-p Cab Roadster 2,295 
3740 7-p Sedan DeLuxe 1,995 
3825 7-p Limousine 2,245 
(115 in. W. B.) 
3055 5-p Brougham $1,295 
PEERLESS 
‘66-72 
((126% in. W. B.) 
3175 5-p Touring $1,395 
3425 5-p Coupe 2,295 
3500 5-p Sedan 2,395 
(133% in. W. B.) 
3275 2-p Sp. Roadster $2,195 
3300 7-p Sp. Touring 1,995 
3700 7-p Sedan 2,595 
3825 7-p Limousine 2,695 
3575 5-p De Luxe Sedan 2,795 
3650 7-p De Luxe Sedan 2,995 
**6-80”" 
2800 6-p Phaeton $1, see 
2895 5-p Roadster 95 
vain mee Ceupe Roadster % 565 
2950 5-p Sedan 1,495 
3140 5-p Std. Sedan 1,595 
en, ania Sport Sedan 1,795 
3140 5-p De Luxe Sedan 1,795 
“8.69” 
 P_ Roadster $2,995 
3950 5-p Sedan 3,495 
4025 7-p Sedan 3,695 
4100 7-p Ber. Limousine 3,795 


PIERCE -ARROW 


3245 2-p 
3300 4-p 
3425 7-p 
3470 5-p 
3525 5-p 
3620 7-p 
3375 4-p 
3480 5-p 
3600 7-p 
3655 7-p 
3675 7-p 
4350 2-p 
4500 4-p 
4590 7-p 
4730 3-p 
4800 4-p 
4960 7-p 
4750 4-p 
4730 6-p 
4850 7-p 
5060 7-p 
4780 7-p 
4730 6-p 
PONTIAC 
2270 2-p 
2335 5-p 
REO 

3375 2-p 
3182 5-p 
3365 2-p 
3365 2-p 
3515 5-p 
3565 5-p 


“S09” 
Runabout $2,895 
Phaeton 3,095 
Phaeton 2,895 
Coach 2d. 2,995 
Coach 4d. 3,250 
Coach ,350 
Coupe 3,695 
Sedan 3,895 
Sedan ,995 
Enc. Dr. Lim. 4,045 


Lim, Coach 3,450 
«#339 


Runabout $5,250 
Touring »25 
Touring 5,250 
Coupe 6,800 
Sedan ,900 
Sedan ,000 
Coupe Sedan 6,900 
Brougham 6,800 
Limousine 7,000 
Enclosed Lim, 7,000 
French Lim 7,000 
Landaulet 7,000 
Coupe $325 
Coach 825 
sor _g?? 
Roadster $1,665 


Sp. Touring 1,395 
Ceupe 

Spec. Coupe 
Sedan 4d, 1,565 
Spec. Sedan 1,745 





SHIP 
WT. PASS. BODY STYLB. PRICH 
REVERE 
‘4059 
3900 2-p Sp. Roadster $2,750 
3975 4-p Speedster 2,750 
4050 5-p Touring 2,75@ 
4300 5-p Sedan 3.800 
sor’? 
3700 2-p Roadster $3,200 
3800 4-p Sportster 3,200 
3970 5-p Touring 3,200 
4400 5-p Sedan 4,000 
RICKENBACKER 
‘*e” 
3038 5-p Touring $1,750 
3068 7-p Touring 1,795 
2953 4-p Roadster 1,795 
3116 5-p Coupe-Sedan Lee + 
3202 5-p Brougham 1,795 
3092 4-p Coupe Roadster 1, 920 
3040 4-p Coupe De Luxe 1,995 
3317 5-p Sedan 995 
3353 7-p Sedan 2,195 
‘“B-8” 
3227 4-p Roadster $2,195 
3315 5-p Touring 2,150 
3355 7-p Touring 2,195 
enenmun 4-p —_ Sp. Road- 
3,250 
3445 5-p ins Sedan 2,095 
8486 5-p Brougham 2,295 
3345 4-p Coupe Roadster 2,320 
3440 4-p Coupe DeLuxe 2,395 
3603 5-p Sedan 2,495 
3640 7-p Sedan 2,5 
ast 4-p Sup. Sp. Sedan 5,000 
ROAMER 
**6-50-55” 
naniiens 5-p Spec. Tourer $1,295 
sniesineonie 5-p Spec, Sp.Tourer 1,395 
ideas 2-p Bus. Coupe 1,395 
aii 5-p Coupe 1,395 
iuienein 5-p Sedan DeLuxe 1,695 
“6§.54-B”’ 
“eniniine 4-p Roadster $2,385 
mnie 4-p Tourer 1,985 
smlaii 4-p Sport 2,285 
enenn 7-p Tourer 2,285 
inessiitiies 3-p Cabriolet 2,750 
ommeae 5-p Sedan 2,950 
464..75-BE’’ 
“Custom Built” 
cnminenes 2-p Speedster $3,485 
amie 3-p Sport ,285 
seu 4-p Tourer 2,985 
**8-88”" (138 in. W. B.) 
nen 4-p Roadster $2,750 
einaiaaiai 5-p Sport 2,750 
snieeunn 5-p Tourer 2,495 
onniiie 7-p Tourer 685 
enue 2-p Speedster 2,985 
enna 5-p Sedan ,995 
essen 3-p Cabriolet ,950 
soueenet 5-p Spec Sedan 3,485 
cunmmene 7-p Sedan (136 in. 
Ww. B. 3,285 
a 5-p Brougham 2,895 
**8-80”" (126 in. Ww. B.) 
2950 2-p Roadster $1,895 
3150 2-p Coupe 1,985 
3580 5-p Sedan 1,985 


ROLLS-ROYCE 
Manufacturers do not quote list 


prices, 
STANLEY 

6962" 
3600 6-p Phaeton $2,650 
4000 6-p Sedan 3,400 
STAR 

66499 
1885 5-p Touring $540 
1915 2-p Coupster 610 
1965 2-p oupe 675 
2100 5-p Coach 695 
2257 5-p Sedan 4d. 795 

Standard “6” 

2025 5-p Touring 725 
2160 2-4-p Sp. Roadster 910 
2045 2-p Coupster 745 
2100 2-p Coupe $20 
2245 5-p Coach 880 
2345 5-p Landau Sedan 975 
STEARNS-KNIGHT 

“B-4” 
3475 4-p Touring $1,595 
3475 5-p Touring 1,595 
3495 2-p Sport Coupe 1,795 
3650 4-p Coupe 1,995 
3725 5-p Sedan 2,095 
3725 5-p Brougham 2,095 

iy bed 
3610 4-p Touring $1,875 
3590 5-p Touring 1,875 
35506 2-p Sport Coupe 2,185 
3875 4-p Coupe 2,350 
3775 5-p Sedan 2,475 
37380 5-p Brougham 2,47 





SHIP 


WT. PASS. BODY STYLE. PRICB 
STEARNS-KNIGHT (Continued) 


**O5”" 
3770 2-p Roadster $2,750 
3775 4-p Touring 2,395 
3735 5-p Touring $2,396 
3895 7-p Touring 2,495 
4035 5-p Sedan 2,750 
4035 5-p Brougham 2,750 
4020 4-p Coupe. ,850 
4090 5-p Sport Sedan 3,050 
4200 7-p Sedan 15 
STUDEBAKER 
Standard Six 
2700 3-p Du. Roadster $1,125 
2765 3-p Sport Roadster 1,295 
2830 5-p Du. Phaeton 1,145 
2875 3-p Country Club 1,295 
2945 5-p Coach 1,195 
3115 5-p Sedan 1,295 
oman 5-p Sedan 1,395 
Special Six 
3380 3-p Du. Roadster $1,395 
3600 4-p Sp. Roadster 1,595 
3495 5-p Du. Phaeton 1,445 
3470 5-p Coach 1,445 
8685 4-p Victoria 1,750 
3620 5-p Brougham 1,795 
3875 5-p Sedan 1,895 
Big Six 

(120 in. W. B.) 
3270 3-p Du. Roadster $1,495 
3400 4-p Sport Roadster 1,645 
3405 5-p Sport Phaeton 1,575 
3510 5-p Club Coupe 1,650 
3680 5-p Sedan 1,895 

(127 in. W. B.) 
3630 7-p Du. Phaeton $1,775 
3910 5-p Brougham 4d. 2,095 
3945 7-p Sedan 2,145 
4080 7-p Berline 2,225 
STUTZ 

‘*A-A” 
4164 2-p Speedster $2,995 
4175 4-p Speedster 2,995 
4390 5-p Brougham 2,995 
4416 5-p Sedan 2,995 
4273 4-p Vic. Coupe 2,995 
4286 2-p Coupe 995 
VELIE 
**60”" 

3030 4-p Sp. Roadster $1,495 
3025 5-p Club Phaeton = 1,450 
2908 3-p Coupe 1,450 
3175 5-p Sedan 1,450 
3340 5-p Royal Sedan 1,785 
3350 oman De Luxe Sedan 2,150 


WILLS SAINTE CLAIRE 


**B-68” 
3500 7-p Phaeton $2,900 
3520 5-p Sedan - 
3635 7-p Sedan 3,300 

*C-68” 
3350 4-p Roadster $2,900 
3450 4-p Gray G. Trav. 2,900 
3600 - Sedan 3,200 

“D-68” 
3550 4-p Gray G. Trav. $3,000 
3450 4-p Roadster 3,000 
3625 4-p Cab. Roadster 3,950 
3800 5-p Std. Sedan 3,450 
3825 7-p Sedan 3,550 
3820 5-p Brougham er 
3710 5-p Spec. Sedan 3,450 
3875 7-p Enc, Limousine 3,650 

“W-6" 
3650 7-p Phaeton $2,600 
3410 4-p Roadster 2,600 
3550 4-p Gray G. Trav. 2,600 
3680 5-p Sedan 2,800 
3765 5-p Vogue Sedan 2,900 
3775 7-p Sedan 3,000 
3835 7-p Enc, Limousine 3,085 

“T-6” (127 in. W. B.) 
3675 5-p Traveler $2,700 
3580 4-p Roadster 2,700 
3750 4-p Cab. Roadster 3,650 
3900 5-p Sedan ,160 
4075 7-p Sedan 3,250 
4080 7-p Limousine 3,360 
3920 5-p Brougham 3,75 
3810 5-p Spec. Sedan 3,150 
WILLYS-KNIGHT 
**66”"" 
3323 2-p Roadster $1,850 
3395 5-p Touring 1,750 
3566 7-p Touring ,95 
3582 5-p Coupe Sedan 2,095 
3604 4-p Coupe 2,195 
3686 5-p Sedan 2,295 
3822 7-p Sedan 2,495 
a9" 

2846 5-p Touring $1,295 
eum 2-p Coupe 1,395 
2353 5-p Sedan 1,395 
3050 5-p Sedan 1,495 
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£2234: Month by month, Chevrolet has been showing sen- 
a7 Ue sational sales increases! March—April—May—June 
| Easy \ « 9 —each in turn over-topped any previous record- 
\ ” breaking month enjoyed by Chevrolet—and Chev- 
rolet for years has been the world’s largest builder 
of gearshift cars. Up go the sales! And to better 
. dw; | d supply theconstantly increasing world-wide demand 
343 to meet the worldwide deman —up go the factories—the result of a new $10,000,- 
335 for the Improved Chevrolet OOO expansion program just begun by Chevrolet! 
28 Vast new Chevrolet plants are being rushed to i , 
2283 completion. Each will contain the same type In Chevrolet’s phenomenal rise in buying favor— 
Z5SS - of equipment and precision machinery that in Chevrolet’s gigantic new expansion program— 
=saags —— | may aay warm -_ a you can read a story of dealer profits and dealer 
| le Ices low. An ° P 
ceric emnoe, dav Eitar Unde Geenenniiems teaie prosperity that knows no equal anywhere. If you're 
erecting new body plants in addition to the one of the many who are trying to gauge the buying 
Chevrolet expansion program ... Public success trend in the world’s largest motor car market, you 
is the surest proof of leadership in value. need look no further than Chevrolet—because no 
- ot In January - - = «35,404 other car of comparable price so completely answers 
3 In February - - - - 41,994 the insistent public demand for quality construc- 
* ES In March - = = = 64,318 tion at low cost. 
28 Eses In April . ee « «ie CHEVROLET MOTOR COMPANY, DETROIT, MICH. 
ay Sea: And in Ma - = = = 944 
y, - E288 y , Division of General Motors Corporation 
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“Ease of assembly. 


Uniform production 
output, 


No locking, or adjusting 
provision is required. 


Subdues and blends gear 
noises into a uniform 
tone of pleasing quality. 


Permanence, due to du- 


rability. 


Quietness, due to damp- 
ening of gear noise. 


Maintenance of quiet- 
ness, due to minimum 
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HYATT ROLLER BEARING COMPANY 


NEWARK 
Worcester 


Philadelphia 
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“Hyatt Equipped Transmissions 
Are Easy to Assemble 


Because of their simplified design and ease of 
assembly, Hyatt Bearings are preferred for trans- 
mission use by leading truck, bus and automo- 
bile manufacturers. 


Production is speeded up. There is less fitting, 
no adjustments or locking into place, less per- 
centage of knockdowns and a uniformly efficient 
product. 


This saving in time and money can be effected 
in your transmission assembly—the moment you 
adopt Hyatt Bearings as standard equipment. 
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DETROIT CHICAGO 


Charlotte 


SAN FRANCISCO 
Pittsburgh Cleveland 
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—body by Pierce-Arrow 





~ PIERCE-ARROW’'S 


~ AND 


HAT is a man to do when a new product 

comes along that overshadows the one he 

is handling? Several foresighted dealers 
in motor cars have found an interesting answer 
to that question as a result of the introduction of 
Pierce-Arrow’s custom-built coaches. 


They are arranging to make these new thorough- 
breds of the enclosed car field mean compensation 
instead of competition. 

They have opened negotiations with us to rep- 
resent Pierce-Arrow! 


All the old talk about the limitations of the Pierce- 
Arrow market vanished completely with the com- 
ing of the Series 80 chassis. Genuinely Pierce-Arrow, 
this moderately priced, smaller sized example of 
Pierce-Arrow engineering and performance found 
a ready-made public acceptance awaiting it. In 
many Cities, 100 per cent of Series 80 cars sold are 
still in the hands of original owners; in many 


NEW COACHES 


YOU »* 


others, 98 per cent; still others, 95 and 96 per cent. 


And now come the custom-built coaches mount- 
ed on the standard Series 80 chassis. 


Custom-built coaches in four different models— 
one two-door, five-passenger; one four-door, five- 
passenger; one four-door, seven - passenger; one 
seven-passenger limousine-coach. With appoint- 
ments you would expect of Pierce-Arrow. With six 
unusual color options. With the quality appeal of 
the Series 33, Pierce-Arrow’s larger car, available 
in slightly reduced size and greatly reduced cost. 


It isn’t a problem to se// these coaches. They are 
far more sought after than sold. People buy them. 
Wouldn't you like to find out what might be done by 
you and Pierce-Arrow working in company? Between 
you and a share of the mounting Pierce-Arrow profits 
there may be fewer hurdles than you think. 


THE PIERCE-ARROW MOTOR CAR COMPANY, Buffalo, N.Y. 


$2995 to*3450 


Prices quoted are the range for the Series 80 custom- 
built coaches and are f.o.b. Buffalo, New York, tax extra 


The Pzierce-Arrow Finance Corporation offers | 
dealers complete financing and insurance service 
on both new and used vehicles, at low rates 
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MODEL R 
PINES SPARE-TIRE LOCK 


A massive, unbreakable base sur- 
rounds and protects rim-wedge of 
this new Pines Model. The first 
really thief-proof lock of its type. 
And by far the handsomest! 



































7 wT WW @ 
; é 4 a 
Pat’d Nov. 11, 1922, and June 8, 1926 
re (D7) I a, ere’ 7) °C)» . TW) (~~ (> F 
Send for sample—see below - 
Do the car-buyer a service as well as make a profit your- 
self —put a Pines Lock on every new car that goes out 
INES Spare-Tire Locks are husky, make and model of car. The line is 
jimmy-proof locks that give posi- Pines locks are complete. Prices from $3.50 to $6.75. 
tive protection. They are the mast made by the When you take on the Pines line 
convenient to put on and by far the Ik f h you'll be dealing with a concern you 
handsomest safe locks you can buy. Makers oi € know is O. K.—one that you can de- 
We started designing and manu- | o mous ines | pend upon to work with you. 
facturing locks because we could see u tomatic | We'll submit a sample without 
a market for a genuinely substantial | Win terfr ont | obligation 
lock of handsome design. Already ee! «60 Send the coupon, filled in, to us and 
over 20,000 of these locks are in use we'll see that you get an opportunity 
in Chicago alone—proof that the motoring public to see a sample of the model you're interested in. 
is eager to get a lock that will do its job well. Or, if you want to inspect the whole line, we'll 
There is a Pines Model to fit practically every - arrange that. No obligation in either case. 
Osa . 
 —— _ 
Patent Pending Patent Pending Pat’d July 17, 1923. Others Pending 
MODEL E NEW PINES “STEEL HARD” MODEL D 
Steel Wheel Lock for carrier Case-hardened steel chain, 11/32 inch; Steel Wheel Lock with hard- 
having flat angle piece with covered, with unbreakable thief-proof ened bushing which takes 
hole for padlock. lock. place of a nut on the carrier. 
i oa aon dan ena anh aap aan eam ean dee aa aia aaa eae ee aaageen . ape’ Q, . 
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FILL IN, CLIP AND MAIL THIS TODAY 
LOCK DEPT. G., PINES WINTERFRONT CO., 401 N. SACRAMENTO - BLVD., CHICAGO 


Please show us: ( Your entire line of locks 








(Check which) [J Send sample of one of your Nae .......--------eeeeeeeencwsseeerennennnnneerensnnnnnnasesneees Address... oe--eseseeesneeeetnneentntenttnneretnceenees 
locks to fit... oo Car City ...... ae en eT LO eS Ee 
Model} No obligation in either case. 0 Jobber O) Dealer 0) Car Distributor (Please check which) MA 7-8-26 
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To Radio Salesmen Everywhere 


By actual demonstration, NEUTROWOUND will convince you of its vast 
superiority. You can put NEUTROWOUND up against any of them — at any 
price — and come away with their scalps. 

NEUTROWOUND isn’t just so much mahogany furniture. It’s built like a 
radio set should be built — and is strikingly handsome in appearance. It looks 
different and it is different. Mahogany didn’t sell radio last year. Mahogany will 
not keep you in the radio business. Performance, and nothing but performance, 
will continue to sell radio. NEUTROWOUND gives you all the radio there is, : 
] and the price is so low that everybody is a NEUTROWOUND prospect. : 
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SUPER-POWER 
urroweune 


Neutrowound Radio Receiving Sets are manufactured under our own patents and under a 
Reciprocal License from the Navy Department of the United States Government 


Year Round Reception 


Cut Down Static With Neutrowound 


Neutrowound owners enjoy year ’round radio reception. They are 
able to tune out most of the static or background noises that infest 
other radio sets. Static comes through when the radio-frequency 
tubes are pushed in order to get audible volume. When only two 
stages of audio-frequency amplification are used, a stronger signal 
must be delivered to the detector. Consequently, the radio-fre- 
quency tubes must be worked harder, permitting the static to 
crash through. 


Neutrowound’s three stages of audio-frequency amplification de- 
liver sufficient volume from a weak signal to permit tuning down 
the radio-frequency tubes and thus cutting down static. 


Power Control Helps Tuning 


Neutrowound’s positive power control also helps in cutting out 
undesirable noise. With the Neutrostat you can set your Neutro- 
wound at just the desired level of sensitiveness—that is, just sensi- 
tive enough to pick up the signal strength without the interfering 
noises. Thus so long as the signal strength exceeds the static level, 
the Neutrowound owner is assured of radio reception. 


The Neutrostat likewise provides control of the signal strength 
where it is most effective — in the radio-frequency circuits and be- 


fore detection takes place. Thus distortion due to overloading the 
detector is avoided. 


Neutrowound Efficient — Not Neutralized 


A radio receiver is most efficient, weak signals the loudest, just 
below the point of oscillation — and this ideal point varies with the 
different wave-lengths being tuned. Naturally a radio set that can- 
not be tuned to a point just on the verge of oscillation for each and 
every wave-length cannot give the best in tuning range and station- 
getting ability. 


Buys a NEUTROWOUND Six-Tube, Super- 
power set, and you couldn’t buy more radio 


if you spent a thousand dollars. 
West of Rockies, $90 


a 


In Canada, $115 


Neutrowound is built on the idea of controlling tne power instead 
of neutralizing it. Oscillation can be prevented or produced at will 
at every point on the dial—it is under absolute control for every 
wave-length. Likewise the point of highest efficiency — impossible 
to attain with neutralization—is always right at your finger tips with 
the Neutrowound. 


Why It Has 3 Dial Control 


A radio set has three distinct circuits, each tuned by a variable con- 
denser. Efficient tuning of distant stations depends upon putting these 
three circuits into resonance with each otherand withthe broadcasting 
station. This can be done only by individual control of each condenser. 


Neutrowound’s outstanding station-getting ability is recognized 
wherever good radio is known. We are unwilling to sacrifice in the 
least this first essential of a radio set in a futile attempt to do some- 
thing which, in itself, is electrically and mechanically impossible. 
Neutrowound retains individual control of variable condensers as 
indispensible to good radio. 


NO CUT PRICES—No Bargain Sales 


Neutrowound is sold exclusivery tnrough Authorized Distributors 
and Sub- Distributors — who are fully protected. It is not sold by 
“Gyps,” Department Stores or Cut Price Stores, yet during the past 
season we were absolutely unable to build enough sets to fill the 
flood of orders that we received. It was the outstanding success of 
the year—yet there was not a single Neutrowound Set advertised at 
“Bargain Prices” throughout the entire United States. 


DEALERS: Fill out and mail coupon for full information about 
the 1927 Super-power NEUTROWOUND and our exclusive territory 
proposition to sub-distributors. 





Dealers Coupon 


NEUTROWOUND RADIO MEG. CO. 
Dept. 765, Homewood, IIl. 














Station WOK — operating on 5000 Watts—wave length 217.3 meters —owned 
|_and operated by NEUTROWOUND RADIO MFG. CO., Homewood, IIl. 


Send complete information Dealers’ Dis- 
counts and Neutrowound Sales Plan. 








NEUTROWOUND RADIO MFG. CO. 


Dept. 765, HOMEWOOD, ILL. 


Radio Division Advance Automobile Accessories Corporation 








Name 





Street 





City 





State 
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Willard Battery 
Inspection includes 
these five important 
points: 





rae Se Ne, 
Se 



































Tests each cell Replaces evaporation Cleans terminals Cleans top Tightens hold-downs 











Keeping the “hold-downs” tight is one of the items of 
Willard 5-Point Inspection featured in our national adver- 
tising. This simple operation saves many a battery—helps to 
uphold reputation for many a car. Willard advertising 
keeps continually hammering away on the things that need 
to be done to keep any battery at its best—and reminds the 





car Owner again and again of the convenience and thor- 
oughness of Willard Service. 


We Service All Makes and Sell Willards 
for All Cars—for Radio, too. 
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The right distance 
between brake 


pedal and acceler- 
ator, insuring com- 
fort plus safety. 


Pedal of thick, live, 
resilient rubber— 
especially designed 
for foot accelera- 
tion. 


The same reliable 
Bull Dog construc- 
tion under the floor 
boards. 


Exclusive foot rest 
construction as- 
sures the most 
restful foot action 
ever developed in 
an accelerator. 


nstalled without 
necessity of cutting 
large hole in mat. 
Just two small per- 
forations. Pedal re- 
moved or put on 
instantly. 


+ Sap on eopey 
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Canada, $6.50 
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| No. 50 Clamp Bracket Style 








No. 24 Spotlight. $3.00 lise 


It’s Selling Fast 


A beautiful lamp for beautiful cars— 
and it lists at only $4.50. Reflector triple 
silvered—brackets drawn metal—hand 
buffed nickel-trimmings—and it lists at 
only $4.50. It is precision manufactured 
— undergoing seven inspections for 
scientific adjustments—and it lists at 
only $4.50. It is a thoroughly “road- 
tested” product as well as laboratory 
tested. The keenest kind of auxiliary 
light at any price—our biggest achieve- 
ment—and it lists at only $4.50! No 
wonder it sells fast. 


Two styles of brackets for mounting 
anywhere on any car. See your jobber. 
Write us for full information. Watch 
for our ads in Liberty Magazine. 


DELTA ELECTRIC COMPANY 
203 Delta Block Marion, Indiana 
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A FULL SIZE SPEED- 
OMETER—registering 





Speed 
lotal M ileage 
I rip Mileage 
The AC Speedometer for Fords 
is of the same high quality as 
furnished manufacturers of the 
following cars for original factory 
equipment. 
BUICK HERTZ 
CADILLAC OAKLAND 
Guavacsny OLDSMOULE 
CHRYSLER PEERLESS 
GRAY PONTIAC 
The AC Direct Drive—exclu- 
sively an AC feature—is trouble- 
free and fool-proof as it does 
away with the swivel joint. 


Heavily advertised through 
painted highway bulletins, na- 
tional magazines, newspapers 


and dealer helps. 


They ag a good margin of 
profit for the dealer. 


AC Spark Plug Company 


FLINT, -AWichigan 








AC-SPHINX AC-TITAN 
Birmingham Levallois-Perret 
ENGLAND FRANCE 
2 Pm, ay > —- oo 

Have the biggest demand and the greatest Prevent dust from entering the Positive protection 
sales possibilities for the reason that 148 of engine through the air intake of against engine wear. 
the leading automotive manufacturers use the carburetor. | Keeps the oil clean, 
‘hem as original equipment. Packed complete with all in- making it unneces- 
Now popularly priced—75c for the regular stallation attachments— easily sary to change oil 


ine and 50c for the AC 1075 for Fords. mounted and reasonably priced. every 500 miles. 


a Pes a 1, ie ae by A . sft : ” _ 
—— wit SOE gy, gift RB, ging, ey 
— a5 " . a. - tansy ca, . Ean A; > ae . yen : . 
Sarre 5 ass : a a Perper ree al ——. 
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RAINOIL 


Piston Rings 


The Finish Grind Department, where the last operation is 
given to the sides of the rings which are held to limits of one 
quarter of one thousandth (.00025) of an inch on each side. 
Flat and parallel sides insure a true piston groove fitting. 















Principle, design and workmanship have made Drainoil the : 
outstanding oil controlling piston ring. 


Excess oil is cut and scraped from cylinder wall by razor- 
edges of Drainoil slots. These slots immediately fill with oil 
surplus which is constantly fed direct to oil relief holes 


drilled in piston groove—(note cross section) and returned 
to crank case. 





Properly installed in lowest piston groove, Drainoil perform- 
ance is a revelation of better piston ring values. 


Service Division—Oil Ring Department 


Rinc ComPANY 





Muskegon, Michigan 

















=_—= 








MOTOR AGE 




















WNERS seldom realize why their gas con- 

sumption is high, why carbon forms so rap- 
idly, why power lags... until it is too late. 
Engineers have now discovered that the chief 
cause of these common engine troubles is the cool- 
ing system—Rust Clogged! 9 out of 10 suffer. 


What Happens... 


Water jackets will rust ... And this rust lodges 
in the narrow radiator water channels. Clogs 
them. So that circulation, instead of being free 
and fast, is slow. Water is only partially cooled. 
Then shot back through the engine. No relief for 
the scorching cylinder walls. Lagging power, ex- 
cess carbon, high operating costs follow. 


Relief in 20 Minutes 


All this can now be prevented. A_ remarkable 


The Chief Cause of — 
Overheating, 
Power Lossés, 
Excess Carbon, 
Radiator, Water Pump 
Jose Connection Leaks 


. A 


a 





Eliminated in 


= 50 Minutes 


new preparation, No Rad Rust, circulates through 
the cooling system, ferrets out all rust and dirt, 
eliminates them through the overflow pipe. En- 
gines operate at full efficiency. Radiator leaks are 
prevented as rust does not get a chance to eat 
through the cores. Water reaches the jackets cool 
and refreshing. Here is complete safety. 


Spark Plug Turnover! 


No Rad Rust gives visible proof 
that it does the work. Motorists 
can see the rust and dirt pour 
out. Thousands use it—four 
times a year. Four times a 
year—that’s spark plug turn- 
over—Investigate. Now—write 
for complete information and 
discounts. The No Rad Rust 
Corp., 415 Water Street, Lan- 
caster, Pa. (Makers of the 
famous W. J. Boiler & Heating 
System Cleanser.) 
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BADGER 
Flat and “V-Type Fan” Belts 


8% Badger Fan Belts, both Flat and V-type styles, are made with onecardinal  % 
- point in view—SERVICE! They are the result of years of experience in Kt 


s building Fan Belts that really are DEPENDABLE—that DO NOT  ¥% 
% = =DISAPPOINT. They are offered to the trade solely on that basis. nt 








ah BADGER 
SX _V-TYPE FAN BELTS 


D4 Made of heavy cord fabric 
rE center, fully impregnated with 
iS} live rubber for flexibility and 
oS long wear, then wrapped with 
aS several plies of high-grade 

fabric, fully molded, and _ fin- 
~ ished with attractive red rubber 
« coating. Each belt labeled in- 
Oe dividually, showing No. and cars 
SS it fits. Packed 5 belts in heavy 
is} shipping container conveniently 


oe labeled. B ADGER 
- FLAT FAN BELTS 


Built up of multiple plies of . 
high-grade, square cut _ fabric, i 
dipped in rubber compound to seal i] 
open sides against oil and water. it 
Square-cut fabric is best protec- 6 
tion against stretching or break- 6 
ing. Each belt labeled, showing 44 
No. and cars it fits, packed 5 or 10 “ 
belts to heavy container, according Ke 
to size, and fully labeled. iG 








ay Dealers, ask nearest Jobber for samples, prices, terms, etc. or write 
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NOW—THE Carburetor for Fords that Ford 


Dealers and the millions of Ford Owners have 





No miss or jerk at low speed—purrs ite, at 5 





esi ene © miles per hour just as it does at 30. 
een looking for. D ; , 

ash adjustment is same as on Standard Ford 
wh A Carburetor that has EXTREME SNAPPI- Carburetor. Installation is simple—no extra 
" NESS and POWER, at ALL speeds, low or fittings. 
44 high, and perfection of behavior whether idling, 
4 accelerating, pulling or speeding. Write us for printed matter illustrating the su- 
4 It gives that “live” feel to the car—ability to get ond le — oe of or or eri - : crow 
" away—and thru tight places with pep. rea iio, esis 
Wa An exclusive feature is the special design of the : 
rm fuel passages, which automatically enriches the STEWART-WARNER SPEEDOMETER COR’N 
6 | mixture passing into the carburetor the moment 1826 DIVERSEY PARKWAY, CHICAGO, ILL. 
i | the throttle is openeda—ALWAYS the RIGHT 


MIXTURE at the RIGHT TIME—increasing 
the power of the Ford Motor to the maximum 


—while at the same time obtaining high average 
mileages per gallon of fuel. 


Bumpers - Speedometers p Electric Horns - Vacuum Tanks 
Shock Absorbers - Rear Fender Guards 7 Wvine’V7 Heaters - Rear Vision Mirrors 
_ and 

Electric Windshield Cleaners 188 Service Stations in U.S. and Canada and all parts of the 


world. See Chilton Automobile Directory (Yellow Book). MATCHED-UNIT RADIO 


GGG ES 














— MILLION PEOPLE ARE TODAY USING STEWART-WARNER PRODUCTS 


2 YOU GETTING THE STEWART-WARNER “NEWS METER’? Issued Twice a Month—A Full-Size 
‘ewspaper with The Latest News of Interest to Car and Accessory Dealers. Sent Free Upon Request. 
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MOTOR AGE 


Outstanding ~ even in 
this day of extraordinary 


motor car values — 


T IS no wonder that Gardner dealers 

are finding the interest in the new 
series Sixes and Eights-in-Line so 
pronounced and new sales records a 
matter of monthly recurrence. 


Even the uninitiated prospect recog- 
nizes differences bycomparison. But the 
experienced car owner who tries out 
one of these new Gardners—however 
much he expects as a result of past 
experience with Gardner cars—is sur- 
prised at the concentrated value he 
finds in chassis, engine, body and 
accessories. 


All Gardner models are Lycoming 
powered. — 


LYCOMING MANUFACTURING COMPANY 
Makers of fine Fours, Sixes and Eights-in-Line 
WILLIAMSPORT :: PENNSYLVANIA 

Export Department—44 Whitehall Street, New York City 
Member of Motor Truck Industries, Inc. of America 
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ERE’S the very tool you’ve been waiting for— 

another Sioux contribution to shop economy and 
_ efficiency. A practical and simple tool that any 
i mechanic can use, no guess work—the adjustments and gauge insure 
4 @=©5—s perfect grinding. With this attachment it is no longer necessary 
{ | to buy a whole new set of blades when one breaks. Capacity up 
iF to 23" diameter and 14" in length. Can be used only with the 
iE =: Sioux Valve Face Grinding Machine. 


: Your Jobber Sells It 


ALBERTSON & CoO. SIOUX CITY, IA. 
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replacement 
a better job 


VERYWHERE, dealers are strong as well as light. Reduced 
realizing that because of certain vibration—cooler, quieter motors. 
features which no other piston has, 
Kant-Skores make any piston re- | Kant-Skores give you a fine oppor- 
placement a better job. tunity to build up the most profitable 
replacement business in your com- 
The most important Kant-Skore munity. They cost very little to 
feature is the patented spiral slot, stock. Profits are excellent. See your 
which curves around the piston wall. distributor today, or write— | 
This spiral slot takes care of the con- ; | 
traction and expansion of the piston “The Kant-Skore Piston Co. 
metal evenly—over its entire surface Cincinnati, Ohio, U. S. A. : 
—so that Kant-Skores can be fitted | 
tighter than any other piston, with- 
out scoring cylinder walls. 




















Here’s the result: Automobiles 
that are equipped with Kant-Skores 
have more power and use less gas 
than any others. And carbon is al- 
most done away with. The special 
aluminum alloy makes Kant-Skores Fit tighter “= without scoring 


























*We will be glad to consider distributors’ applications for desirable territory still open. 
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That'll tell ’°em— 


Genuine parts and nothing else but 


Ir you conform to the North East Genuine Parts Policy, you 
have the privilege of displaying the GeNu1INE Parts Buttis-EYE 
Window Sign to tell your customers that you are a recognized 
user of Genuine North East Parts. 


Genuine North East Parts not only mean satisfied customers 
but they also mean steadier and more substantial profits. 


If you don’t know about the new North East trade discount 
schedule, get in touch with the nearest North East Service 
Station. 


Genuine North East Service Parts are distributed 
eff} to the trade by Authorized North East Service | 
Stations throughout the world. 
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Registrations 


prove the 


Ever-Increasing 


Value 


of the 


Double-Profit. 
Franchise 
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WINNING AND HOLDING GOOD WILL 


, very fact that over 1600 new 
dealers have signed the Oakland- 
Pontiac .Double-Profit Franchise since 
August 1925 indicates that itis regarded 
as one of the most desirable agreements 
available to automobile merchants. 


True, they signed largely because they 
could see what the future held for deal- 
ers handling two quality Sixes with 
eight body types and a price range of 
$825 to $1295. Now their vision is 
being substantiated by actual registra- 
tions in every section of the land—in 
every type of community. 


Consider the following typical ex- 
amples: 

In Wayne County (Detroit) Oakland 
Six led the twelve best selling cars in 
percentage of gain for the first five 
months of 1926, as against the corres- 
ponding period of last year. 


In the Twin Falls, Idaho, registrations 
for April, Oakland-Pontiac stood next 
to Ford and Chevrolet. The figures: 55 
——24——12. 


During April in Reading, Pa., the lead- 
ers were Ford 285; Chevrolet 107; and 
Oakland-Pontiac 89. 


In Duluth the next month Oakland- 
Pontiac stood next to Ford and Chev- 
rolet, leading the car in fourth position 
by a margin of forty-one registrations. 


And so it goes! Cleveland — Kansas 
City — Minneapolis— Tulsa—Miami— 
Phoenix—Cairo, Ill.—Pratt, Kans.— 
Burlington, Vt.—in all these widely 
scattered points, the Oakland-Pontiac 
combination stands high among the 
leaders in public preference as proved 
by retail sales! And this list could be ex- 
tended almost indefinitely. 


Surely you know the reason. Surely 
you see that the public has recognized 
in the Oakland Six and its companion 
car, the Pontiac Six—the two out- 
standing values of the popular priced 
six-cylinder field! Surely it will be 
to your profit to investigate closely 
the Double-Profit Franchise—to learn 
the exact scale of its liberal discounts 
—to find out the possibilities of your 
joining hands with a success that holds 
the attention of the entire automotive 
industry! 


Write Dept. E. for a representative— 
or wire if you prefer. 


OAKLAND MOTOR CAR COMPANY, PONTIAC, MICHIGAN 


CHIEF OF 
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—_ Shock Absorbers 


‘ for 
.. ‘ Balloon Tires 


‘ore —~ | Lincoln Balloon Shock Ab- 
y “= Fe sorbers have these features of 
» pro JUNE $,i9,. : 3 


a : id . superiority for all makes of 
SEPT 20,192) i} 4 


eS = = cars: lightning-fast action, with 

° BA tele), ey dj (oe only three working parts; free- 

eee . i? ee we dom from constant — 

8] eS : wetterys) and adjustment; an _ exclusive 

Sho¢,N2 2 eee - Ye Rf) oval-shaped friction drum which 
ABSO . S ¥ i, ee doubles shock absorber life. 
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Plus Profit for 
CHEVROLET DEALERS 


Plus Profit for 


DODGE DEALERS 
Plus Profit for 


BUICK DEALERS 


Plus Profit for 
STUDEBAKER DEALERS 


Plus Profit for f : 
HUDSON-ESSEX DEALERS : } 


BALLOON 


SHOCK ABSORBERS Accessory 


Dealers 
The automobile dealer’s net profit isn’t always de- 


termined by the number of cars sold. It’s getting Lincoln Shock Absorbers 
the maximum profit on each sale that counts. You have been leading profit 
can easily increase net profits by equipping every 


car with Lincoln Balloon Shock Absorbers—essen- —— = a iin 
tial to satisfactory balloon tire performance. Just sory dealers for over five 
explain to your customer how simple it is to include years. If you are not ac- 
this equipment in the financing of his car. We have quainted with the Lincoln 


a merchandising and advertising plan to help you 
get these plus profits. Write us. 


LINCOLN PRODUCTS COMPANY 
2649 N. Kildare Ave. Chicago, IIl. 


Canadian Factory: Lincoln Products Co., Ltd., Montreal, Canada 


dealer plan, be sure to get it. 
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stays on the job 
under continued grueling punishment 


And is made in a complete range of 


SIX Sizes ... 
garage purpose. 
This isn’t “just another electric 


drill.” It has features you won’t find 
on any other. 


- to meet every 


For example: Patented self-oilling 
armature bearings. Long special 
high speed bearings in perfect 
alignment. Wick lubrication from 
a sealed oil chamber that will keep 
the bearings perfectly lubricated 
over long periods. No balls to 
break; no retainers to fail. 


Unusual ventilating capacity. A very 
efficient fan design provides ample 
air flow to keep the drill comfort- 
ably and safely cool even after 
severe sustained performance. In- 
let holes so located that dirt is 


least liable to be drawn into the 
the motor. 


GOODELL-PRATT COMPANY, 





Self tightening chuck except on the 
largest size. While gear operated, 
the key need be used only under 
extraordinary circumstances. On 
the ordinary run of work the chuck 
is easily operated by hand, and 
tremendous gripping power ob- 
tained. Chuck spindle mounted on 
ball thrust bearing. 


Spirit level in top of frame. The % 
inch and ¥ inch Light Duty Drills 
are equipped with a carefully 
guarded level set into the top of 
the frame. 


The Goodell-Pratt Drill is made by precision 
Toolsmiths, and is more nearly trouble-proof 
than any of a score we have tested impartially 
beside it. 

Difficult to overheat, standing up easily under 
the hardest and roughest kind of punishment, 
a glutton for overloads—here at last is a drill 
that doesn’t “lie down on the job.” 

It seldom needs repairs or adjustments, but 
when it does, every part is easily accessible. 
The head is removed, and the brushes and 
commutator reached, by simply removing two 


Sootemitts. 


> one 


= 
Patented December 8, 1925. 
Others pending. 





Screws used in assembly are standard. You 
can get them easily, anywhere. 

Its long life, marvelous capacity and remark- 
able freedom from need of repair and adjust- 
ment, make this the most economical drill you 
can buy. 

Write for complete details and prices—and 
for help with any electric drill problem you 
may have. Address our Mr. K. Y. Taylor. 


Specifications of No. Rene Drill 1% Inch Ligh’ 
uty 

Aluminum Case, finished inside and out. Am- 

ply ventilated for cooling. Level set in top 

of case. 


Switch in Handle, easily controlled by thumb 
without shifting either hand. 


Wide-faced steel gears, with heat-treated, gen- 
erated teeth. These gears run in bronze bear- 
ings and graphited grease. 

Patented self-oiling motor bearings, requiring 
lubrication only at intervals. Sealed against 
leakage. 


Gear-operated self tightening chuck that cen- 
ters drills accurately up to % inch capacity. 
15 foot, rubber-covered cable, locked to frame 
so it cannot possibly pull out. 


Universal Motor for A. C., or D. C. 110 or 
200 volt. 
Also: %” Standard, %” Heavy Duty, 5%” 


Heavy Duty, ™%” Standard and %” Heavy 
Duty. 


GREENFIELD, MASS., U.S.A. 


GOODELL- PRATT 


18300 GOOD TOOLS 
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Give Your Customer’s Engine 


the Benefit of the Doubt 


When a car comes into the shop, the question to ask yourself 
is not, “Do the valves need regrinding?” It is, “Do they need 











replacing ?” 


If you can’t thoroughly convince yourself 
that those valves are in good condition and 
will stand up— all of them—1|long enough 
to justify regrinding, it’s better business for 
you and better service to the customer to re- 
place them all—or at least replace the set in 
the worse condition, usually 
the exhaust valves. 

It’s a losing policy to grind 
old, worn-out valves—or to re- 
place one or two and “‘doctor 
up” the rest. It invites more 
trouble in a short time, and the 
average owner would far rather 
pay for a new set now and have 





Silcrome Valves 
















the job done, than to pay for it piecemeal 
—especially when he gets a set of heat- 
resisting, long-lived, perfectly-sealing 
Thompson “‘S’”’ Valves. It’s more money 
in your pocket and more trouble-free 
driving for him. * 

The same Thompson Valves 
that are sold for replacement 
by leading jobbers are also origi- 
nal equipment on America’s 
finest airplanes, automobiles, 
motor trucks, tractors, motor- 
cycles and speed boats. 





THOMPSON PRODUCTS, INC. 
General Offices: Cleveland, Ohio, U.S. A. 
Factories: CLEVELAND and DETROIT 
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Are YOU Building Up Good Will 
with the 
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completely equipped, tested and with proper setting, for 
quick and easy installation on 86% of all registered cars. 
Each outfit comes carefully packed in an individual box 
with full installation instructions. 




















































































































































































Auburn . $18.50 Maxwell $16.50 
Cadillac 51-57 45.00 Moon 18.50 
Cadillac 59-61 75.00 Oakland 6-54 17.50 
Chevrolet 490 15.00 Oldsmobile 1923-5 15.00 
Chevrolet K 15.00 Oldsmobile 1926 nn 19.00 
Chrvsler 4 16.50 Overland 4 16.00 
Chrysler 6 ... 32.50 Overland 6 15.50 
Cleveland 18.25 Packard 116-126 45.00 
Columbia 18.50 Packard Truck 50.00 
Davis _ 18.50  Reo6 - 23.50 
Dodge 20.00 Reo Speed Wagon 16.50 
Durant A-22 15.00 Star : 16.50 
Essex 6 __ 24.00 Studebaker Light 6 15.00 
Elcar 18.50 Studebaker Standard 6 16.00 
Flint 40 16.50 Studebaker Special 6 28.50 
Ford 12.50 Studebaker Big 6 30.55 
Gardner 4 15.00 WhiteGO & GN 27.50 
Gray ” 16.00 White G K 27.50 
Hudson 24.00 White G E C 31.50 
Hudson Dual 60.00 White GM .. weniin ; 29.50 
Hupmobile R 15.00 White GA 29.00 
Mack A B 37.50 Willys-Knight 4 20.50 
Mack A C ......... a 40.00 Willys-Knight 6 23.00 








Prices subject to change without notice. 


The Zenith Carburetor builds good will because of its depend- 
ability—tthe increased enjoyment which comes to the driver of 
a Zenith-equipped car. 


These Special Outfits make it easy for the dealer to supply 
Zenith carburetion to his trade. There are no special changes 
required. There is a Zenith for every make of car or truck. 


Write for special descriptive literature and dealer’s proposition. 


ZENITH-DETROIT CORPORATION 


Branches: MAIN OFFICE 
well Manufacturer of pe the 


VE ZENITH CARBURETORS DETRorT 
Over 1200 Service Stations 


aX 
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Do you have trade-in troubles? 


7 VERY DEALER of whom we know has them. 
They are a real problem. Here is one way 
to curb your trade-in losses. 


Every dealer knows that used cars with nice 
elossy finishes sell faster than poor-looking cars 
—regardless of mechanical condition. 


Do you know what a small investment is re- 
quired to install a lacquering booth? Such a step 
will enable you to refinish every used car at 
a surprisingly low cost. You will be able to 
cet something like equitable prices for your 












_ Illustrations such as these are appear- 
ing periodically in The Saturday Eve- 
ning Post and are broadcasting the story 
of Opex throughout the nation. Con- 
sumer demand is the dealer’s cue. 


SHERWIN- 


PAINTS, VARNISHES 
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trade-ins, over and above expense of refinishing. 
Opex, the perfected lacquer, can be applied 
over old finishes; it can be applied economically 
at the rate of one coat an hour. And it leaves 
a beautiful glossy surface like an original finish. 
This is a proposition that you should not over- 


look. We would like to send you further details. 
The coupon will bring them. 


THE SHERWIN-WILLIAMS CO. 
420 Canal Road, 


Cleveland, Ohio. 
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THE SHERWIN-WILLIAMS Co. 
420 Canal Road, Cleveland, Ohio. 


Supply us, entirely without obligation, full 


details of your Opex perfected lacquer prop- 
osition. | 


Name .... 
Address 











Place 











AND LACQUERS 
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Extra Copies of the 


[oTOR AGE 
1QO26 
“FLAT RATE MANUAL 





Can Now Be Secured at 


50c Per Copy 


An extra supply of the MOTOR AGE Flat Rate Manual which appeared 
in the May 6, 1926, issue has been printed and is now available to Dis- 
tributors, Dealers, Trade Associations, Schools, etc., who desire extra 
quantities. | 


— First order received calls for 50 copies — 


“Motor Age, May 10, 1926 
Chicago, II]. 


Gentlemen: 


Your issue of May Sixth has just reached us and we want 
to congratulate you on its appearance and the wealth of 
extremely valuable material that it contains. 


Among the many things that appeal to us is the new flat 
rate manual. We hope that you are planning to publish 
this in pamphlet form, so that copies will be available for 
distribution among garages. We are called upon for data 
of this kind continually and can use fifty of these to excel- 
lent advantage if they will be available.” 


Please address all orders or inquiries pertaining to this Flat Rate Manual 
to:— 





MOTOR AGE 


Subscribers’ Service Dept.—5 So. Wabash Avenue 
Chicago, III. 
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Extraordinary performance records 
are being made and HELD by cars 
using the Schebler Model “S” as stand- 
ard equipment. 





Many of the World’s Finest Cars— 
such as Marmon, Duesenberg, Reo, 
Gardner, Auburn, Wills Ste. Clair, 
Chandler, Kissel, McFarlan and many 
others—are Schebler-equipped. ' 


The same carburetor has been accu- 
rately worked out for every popular car, 
and you can give your customers this 
greatly improved performance — and 
economy. 


You can add to your prestige and to 
your profits by selling Scheblers. One 
installation will convince you. Mail the 
coupon below today. 


WHEELER SCHEBLER 
CARBURETOR CO. 


INDIANAPOLIS 


1926—Schebler’s Silver Jubilee Year—Est. 1901 
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r 
1 Wheeler Schebler Carburetor Co., Inc. l 
| Indianapolis, Ind. | 
Tell us about the Schebler Franchise , 
i Send a Schebler Outfit for 
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In Series 





j BIG 
Many of the most help- 97 SELLING FEATURES 





| if Sh the Dyneto Wiper to a customer 
ful, constructive and , and he'll a it. Here are features that 
profitable articles ap- / clinch the sale: 
earing in Motor AGE + o>» te 0) 
ari %. Has ample, powel $45 
P B > > / Se Uniform, “unchanged opera- shell 
are run In series, Or Gompact, good a 
1 . Simple design. _ with 
serial form. } Extremely low price. single blade 


This 1s because the sub- DOUBLE VISION < y 
jects they cover are far GREATER SAFETY 





With the help of our dealer selling aids you can turn every 
too broad to be handled wiper prospect into a Dyneto customer. With our special tan- 
° 5 dem demonstrator, you can sell the customer the 
fully In any one week u double blade attachment. Double vision means $ 00 
. greater safety to the car owner, and more profit 
1SSUEeE for you. Dealers everywhere are finding that — 
. Dyneto Wipers are fast sellers. Write today, for with 
complete information about our dealer proposition. two blades 
Often, months are spent Dept. J 


in gathering the mate- ee 
rial these serials pre- 
ee and oe — de- | aoe gio 
voted to the actual writ- 
tion to your problems 
clear. 








Many thousands of dol- 
lars have been saved— 
and many more earned 
—by using the data 
these stories uncover. 


It is incidentally, the 
regular reader of 
Motor AGE who makes 
the most of what it has 
to offer, in real enter- 
tainment and pleasure 
as well as financial gain. 


Read Motor AGE Every 
W eek. 













Your Summer Sales 


Blackhawk Pumps for Fords are the 
peppiest sellers you ever saw. The 
“Chief,” with exclusive Turbine Head, 


outpumps any other Ford pump made. 
Double bronze bearings, double grease 
lubrication and extra husky 
construction make it outlast the 
car. Complete with belt and 
horn bracket, $7.50. 


The “Chief” {2 
pA i ( f§ 
. = il 
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ing capacity, is an amazing value at a low price. 
Complete with belt and horn bracket, $5.00. 
Every Ford owner is a prospect. Show Blackhawk 
pumps and sales volume will build up fast. 





LFA Fr Fits 1926 and Attractive display stand free—holds either “Chief 
eet all previous or “Scout.” Stock these big sellers now. 
models 


BLACKHAWK MFG. CO. 
Dept. S Milwaukee, Wis. 


BLACKHAWK 


LinTe 


2 So. Wabash Ave. Chicago, III. 
Ne y, 
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EVERYWHERE 


Quality and Profit Both 


Without extraordinary effort on our part, 
our first six months’ service sales for this 
year increased 37 per cent— 


Because we enable our distributors to sell 
ball bearings where they must meet a 
price condition, and at the same time fur- 
nish them with a product which meets the 
demand of that important element of the 
trade which will accept only bearings of 
known highest quality. 


The result is shown in a rapid but natural 
growth of R.I.V. bearing sales. 


Automotive Jobbers: Ask Us About 
Our Turnover Insurance Plan 





Fisk Building 
Broadway at 57th Street 
NEW YORK CITY 


Branches—Detroit San Francisco Montreal 














MASSA SAGAS SANNA AUG GAY GAGA SAGA Vw. 
. 
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This is one of a series of advertise- 

ments appearing in all leading auto- 

motive trades papers and the Saturday 

Evening Post, showing MONOGRAM 

Caps on leading cars. Write for copy bd 
. of MONOGRAM TOPICS in case you #aah! 
Se, ate not now receiving it. : te” 8) 


Watch for 
Monograms 


ey(ONOGRAM Radiator Caps 


are the preference of discrim- 
inating motorists the world over. 


The MONOGRAM Cap addsa fin- 
ishing beauty touch to the car and 
protects the temperature meter and 
itself from theft and injury. 


MONOGRAM Caps are the 
preference of dealers. They do not 
require a large or expensive stock to 
service all cars. 


MONOGRAM Radiator Caps 
are in three models, to suit any car 
owner's taste or to harmonize with 
any car. 


Look at the well dressed cars that 
pass, and you will see proof of the 
effectiveness of THE KINGSLEY- 
MILLER Advertising as backed by 


a sound and fair sales policy. 
Send for KINGSLEY-MILLER literature 


THE KINGSLEY-MILLER COMPANY 


600 West Jackson Blvd. Chicago, Illinois 
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BEARINGS 
Plus SERVICE 


The services of our Engineering Department are always at 
the command of users of Angular Contact Radial Bearings 
or Angular Ccntact Thrust Ball Bearings. Years of prac- 
tical experience are often valuable for savings. 


Won’t you get in touch with us? 


THE BEARINGS COMPANY OF AMERICA 


LANCASTER, PENNA. 
Western Sales Office, 


1012 Ford Bidg., 
Detroit, Mich. 





GATES VULCO 


Fan Belts and Radiator Hose 


Made By 
The World's Largest Makers of Fan Belts 

















PR 
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Positive Protection 
Filters all dust, sand and grit out of air supply 


= Qi 


to carburetor and motor. Write us for facts. 
EFFICIENT 





STAYNEW FILTER CORPORATION 
Rochester, 



























THE LATEST, BEST 

AND LOWEST 

PRICED ON THE 
MARKET 


Jv 


— AAR LOL EL = 


MOTOR 
SAFETY SIGNALS 
MADE FOR ALL 

CARS 


JUNIOR 


SIGNAL ioe 


jobber 





Made in 
Junior Model G. 


_Ford, Gray, Chevrolet, 
Essex, Oldsmobile, Star, 
Overland Maxwell, Willys 
Knight, Chrysler, Dodge, 

Studebaker, Cleveland 


Faith Mfg. Co. 
2539 N. Ashland Ave. 
Chicago, Ill. 





~~ 





Completely Gemco 
made, the big 
selling line 
GEMCO MFG. CO. 


760 S. Pierce St. 
a Milwaukee, Wis. 
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ayaneadeee ‘ 
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BUMPERS 

















RESSOR' §-TROLLEYS-CRANES 






*” 1957 Kienlen Ave. 
St. Louis, Mo. 


Curtis Pneumatic 
Machinery Co. 


























New Rewind Profits—See an- 
nouncement every 4th week. 
Write now for price list. The 
H. M. Fredericks Co., Lock 
Haven, Pa. 














Let us 
send our 
profit- 
boosting 
plan. 
It’s Free. 























~~ Gable 


The Packard Electric Co. 
Warren, Ohio 






















TASCO 


Gas Gauge for 
ORD 


F 
CHEVROLET and 
OVERLAND 


‘THE AKRON-SELLE CO. 


giclee. 











Akron, Ohio 





























The finest known method of shock absorption 


THE WESTINGHOUSE AIR SPRING CO. 


Factory and General Offices, New Haven, Conn. 
New York Boston Philadelphia Cleveland 


Chicago Atlanta Los Angeles 




















“OIL CONTROL” PISTON RINGS 


The Motor Necessity That Has Made Good 
Backed by Seven Years’ Satisfactory Service 
| THE WEL-EVER PISTON RING CO., TOLEDO, OHIO 


Sold most everywhere. If your dealer cannot supply you write us. 
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BRANCHES | 
AHLBERG BEARING COMPANY 


521 EAST TWENTY NINTH STREET. CHICAGO ILLINOIS 
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a Match for 
Toughest 
Pulling Jobs 


These pullers make the tough- 
est, hard-to-get-at jobs easy. 
Wheels, gears, and bearings 


come off QUICK when Grebs 


clamp their jaws upon them. 


Greb Pullers have been stand- 
ard for 10 years. Two or 
three jaw types. Grip is posi- 
tive—can’t unhook. Also 
shock-type “pullers.” 


Don’t go ahead elsewhere 
without getting Greb prices. 
Dozens of models to choose 
from. 


Ask your jobber about Greb 
Pullers. If he doesn't have 
them, ask us. Send for 
catalog. 


The Greb Co., Inc. 


305 Canton St. Stoughton, Mass. 





Mn 
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“KEEP THE WASH RACK BUSY //" 




















FAST AUTO GLASS EDGING 


GRINDS 
SMOOTHS 
AND 
POLISHES 


EDGES OF 
AUTO GLASS 


Write today—Dept. K 
MAKE THESE EXTRA 








PROFITS 
HENRY G. LANGE MACHINE 
Wwo 160 N. MAY ST. 
DEPENDABLE SINCE 1882 CHICAGO 

















————— 








Buy SMOOTH-KUT Expansion 


(TRADE NAME REGISTERED) 
With FULL spiral flutes that shear metal clean. 


They cut a 
round, smooth 
hole, without 
chatter—keep an 
edge longer and 
are reground by 
us at cost. 


Patented 
April 7, 1925, 
Avoid inferior 


eS _— eee 
j Sil a 
ae ota ~~ —_ or a x 
imitations. : << wna oe oS —_— 
men So cme 
—€ See 


Order through 
Jobber, . 
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ELECTRIC 
‘Ss PEED-SPRA 


Original 


MECHANICAL WASHER 


“12 hours a day service” 


Jackson Washing 
Service, 223 So. Jeffer- 
son Street, Chicago, 
says: “ ‘Speed-Spra’ 
satisfactory * * every- 
thing you claim * * 
running continually 
for as high as 12 hours 
a day without interrup- 
tion * * never fails 
* * only system ever 
had that cleans satis- 
factorily without  in- 
jury to finish.” 


WRITE 





First comes car owner satisfac- 


tion. ‘“‘Speed-Spra never makes 
Garages, dealers—find out apologies for a half washed job. 
how you can save and Second comes turn-over — and 
make with “‘Speed-Spra.”’ ““Speed-Spra” turns ’em_ out 
Jobbers—Increased output twice as fast as old fashioned 
makes additional jobbers methods with less soap, less 
possible. Get facts. water, less labor. 


Hayes Pump & Planter Company 
819 Sixth St. Dept. 19 Galva, III. 












A Continued Story 
of the Industry 


EADING MOTOR AGE 

R every week is very much like 
following the growth of the 
automotive industry in story 
form. 


It is as interesting as a fiction 
serial, and instructive to the 
point of making better and 
more prosperous dealers. 


Reading MOTOR AGE every 
week when it comes, assures 
subscribers that they will stay 
up to date and profit accord- 


ingly. 


OTOR AGE 


5 So. Wabash Ave. 








Chicago, Il. 
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TIRE COVERS— | || : 








TOP COVERS— 
SEAT COVERS 


CATALOG 
UPON REQUEST 


THOMAS AUTO TOP CO. + MUNCIE, IND. 

























Detroit—Philadelphia 
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The SO-LO JACK 


$6.00 Retail 


9 44 
oO $y Cee West of Mississippi $650 
4%” LOW—HIGH 15%” 
The REAL Balloon Tire Jack 
>, g All Steel Construction 
e ” POWERFUL--STURDY—EASY TO OPERATE 


A Sure Seller with your Trade 
SO-LO JACK CO., Inc. INDIA TIRE & RUBBER CO., AKRON, OHIO 


The tire with the Gum Weld Cushion has 
become the most favorably talked about 
heavy-duty tire in America. 


So it pays to be an INDIA dealer. 





108 Massachusetts Ave., Boston, Mass. 
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FOR 
| Transmissions WN-T Trucks, Busses | 
and Clutches ph AR cok Passenger Cars D ILL 


QUICK SERVICE ON COMPLETE UNITS OR PARTS [ N S T AN T-O N s : 
BrRowWnw-LIPE GEAR Co. Dust and Valve Cap 


Off or On in 5 Seconds : 
SYRACUSE, N. U. The Dill Manufacturing Co. Cleveland. O. 


= — Here’s the Way =— SPEE-DEE CLEANS UP 


Pwescos to Sell Tire Chains for Dealers 
TIRE CHAINS y 



















































Results in quick stock turn-over, with small invest- 
Let the package they come in display them. ment and liberal profits. Without water it removes 

































By making them easy to buy, you automat- Sop grease, stains, etc., from hands, clothes, unholste 
icalty make hens oe to sell. Dealers like the oa tae §=6paint or enamel. Indispensable in shops, service sta. 
29x 4.40 Balloon WES carton, rite. CLE SER tions and car kits. List 35c. 
‘ WESTERN CHAIN COMPANY S An’ AN rey eS Write ter discount details. 
score | Western Chain Company Liar eS CHER ESE . 
one ——— States Chemical Company = 
cago, U. S. A. 703 W. Fulton St. Chicago, Ill. -— 





























UNITED STATES Built by the old. 
Portable Electric + ~-aker of 









Meee 
























































eee ont? . og Portable Electric 
TURNED — QUICK SEATING — OIL World. 
PISTON RINGS Catan 105 THE UNITED STATES ELECTRICAL TOOL CO. = 
BURD HIGH COMPRESSION RING CO., ROCKFORD, ILL. Cincinnati, Ohio, U. S. A. = 
—— = =f | 





THE 


Botts BLUE 





“PRINT msHiNGs 


| . ‘‘Made to Blue Print’”’ 


oy 99 guarantees to the Replacement Trade the same ¢¢ 8 
high standard of Quality and Accuracy de- 
manded by the car manufacturer. 


The Fostoria Screw Co., Fostoria, Ohio 





ter spark, makes easier starting, gives more power, quicker 
pickup and more mileage. Try it on a sluggish motor. 
y Write for full particulars, 


The Mallory Electric Corporation, Toledo, Ohbio. 








Has two primary windings instead ‘of one, Gives a hot- : 
= 












































Write for the Book 
AIR PROFITS” 









EATON BUMPERS || ~ 






BRUNNER 














ai a 
describing many new uses for com- ha OS AERATED. (4 WENNER o ——. 
AIR COMPRESSORS seeened ale. Shows how to make an ! a | A te me a . - 
BREE BRUNNER ‘MEG CO New models—better and far more beautiful than ever. | 
UTICA NEW YORK THE EATON BUMPER & SPRING SERVICE COMPANY ty 
Cleveland, Ohio : 





























CAlarm | | : 
LIKUM i, LOCK vase a IE 
ryepa Locks ignition and sounds tyes EE ipl: : a 
55° horn if tampeved with. *’* 5; pest pee | - 


elec lg Picanol, gg L. H. GILMER COMPANY, Tacony, Philadelphia, Ps 



































—— " ae 














905 uly 8, 1926 | MOTOR AGE 81 

















AS a 
Re eee p_—_ 
— 
























































—, 6 99 
Stops Pump Shaft Leaks THE “BAT ro 
Immediately and Permanently Super-Charger ER 
Conneaut Plastic Metallic Packing molds in , BD 
the fingers to fit stuffing-boxes of any size A practical system of super-charging for 
or shape. It is a repair for the worn shaft passenger cars, trucks, tractors, marine 
and louse bushing. At your jobbers; if not engines, aviation engines, stationary en- 
write us. gines, etc. Simple, easy installation. 
1 Ib. ean : $1.75 per pound Practical. Prices range as low as $7.59. Write for details. 
5 lb. can : - $1.60 per pound P. H. Webber Company 
Prevent THE COnaeave ene co. Racine Industrial Plant, Building No, 12, Racine, Wisconsin 
; This a ” Manufactured and sold under license of P. J. F. Battenburg, Racine, Wis. 
ceed 
=| ~ 
— , it ’ 99 
. aie a Every Ford Owner a Buyer As Silent as a Shadow 
t for the Hayes (No-Leaf) 


NEVER UNBREAKABLE SPRINGS ¢ 
7 a Shock absorbers and_ everlasting ulncy Compressors 


spring all in one. 






































Write to Quincy, Illinois 
Hayes Equipment Company, Chicago, Illinois J-538 

= Install the THE WALDEN FORE-LITE 
Gill Combination oan saat Se ee oot wane es 
f Piston Rings Sop a ae 
O Aah sean San, 00 Gules Gn Gee, Gee bib Sean 

and Ne 6 cyl. job make $3.20 instead of the THE W ALDEN CO. 

usua -OU. This free booklet tells how. 

: The Gill Mfg. Co., 8300 So. Chicago Ave., Chicago wad ata masa a 
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Ex-Examiner U. §S. Patent Office 


CUSTOM @ BUILT 
Write for Special Book Garage Front © « ‘ 
THE KAWNEER CO., 3724 Front St., Niles, Mich. Kissel Motor Car Co., Hartford, Wis. 
= mm The AV GASOLINE © 
" z BRAD- -CUPS 
a = Te legage ” ery) 
. =) gasoline gauge on the Dash. Note our half page She erfect Op ring eer 
ri¢ — aealaomes in the Saturday Evening Post, July 17th. | (Pat. 9-24-18) 
‘he =* Write for description and proposition to the trade. _ — ; _ 
ia KING-SEELEY CORPORATION Simgle Write at once for our proposition. 
al 298 Second Street Ann Arbor, Mich. 
CO Chicago Branch, 2450 Michigan Boulevard C. GOODWIN BRADLEY, Inc., Syracuse, N. Y. 
— ORIGINAL 
— BOSCH units 
bear the full 
name, Robert 
Bosch, and $35. 
the trade 
mark shown 
pty Sy 
a tifications “of a a OV r 
ber S 
otor. it 
wee TS a Spring and Solid Pressure i inoneHone — - 
)hio, 
a CLASSIFIED ADVERTISING 
oe PARTS PATENTS & PATENT ATTORNEYS 
| HOUSE OF A MILLION : 
: AUTO PARTS | indy yy | . 
ian ho sock of new and used car and truck = Attorney-at-Law and Solicitor of Patents To locate business opportunities 
> mention model and. ann nae gs <a AN ite = . . ; ; 
= Us. All inquiries answered promptly. " McGill Building, Washington, D. C. To sell, rent, exchange or buy 


DOUGLAS AUTO PARTS CO., INC. 
2003-5-7-9 South State St., Chicago, Ill. 


TTT 
ePPPPPPPPELILLLLLLiLiliiiiliiliiiiititititiii iii iiiiitililititiiiiiiiit 


Patent, Trade Mark and Copyright Law 





To find men or employment 








MiLiIEtitae 
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AUTO PARTS 


SAVES 50% TO 75% ON ALL CARS 


oe Used Gears—Springs and Axles—Cylinders— 
TS—-Rear Systems, etc. Wire or Write 


BUSINESS OPPORTUNITIES 





The Classified Department 


“Clearing $400 month with my Haywood Vulcan- will help you 


; ‘ > 99 . 
INDIANA AUTO PARTS CO. izer. Some retura on a $350 investment.” Tire 


608-10 N. CAPITOL AVE., INDIANAPOLIS, IND. 





—— : \ 


Pa repairs paying big. We furnish everything. Train 
1, io LARGEST CAR WRECKERS IN INDIANA you free. Easy terms. Haywood Tire Equipment 
—— 








Company, 1318 South Oakley Avenue, Chicago. 








Mr Re penne 
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The Advertisers’ Index is published as a convenience and not as 
a part of the advertising contract. Every care will be taken to 
index correctly. No allowance will be made for errors or failure 
to insert. 
Lan 
Lan 
A. ©. Gpaek Pome Co..................... 57 a . 
Advance Automobile Acces- Fostoria Screw Company............ a 
sories Corp............-........---52 & 53 , Libe 
Fredericks, H,. M., Co............... 8 
Ahlberg Bearing Co., Ince........... 78 Ling 
° IO ecicincttiesinnsccnneccsescssncss 78 Loo! 
Was the test for Watkins Bab- 
A . Albertson & Co.......... Balai apenas 63 Lye 
bitted Connecting Rods In the American Chain Co..................... 8 
great Indianapolis Auto Race, a ne 
May 31, 1926. Gemco Mfg. Co............0..20.0cccccon 7 
, I I assist icccitisicncinscictarsin 8 Mall 
FIVE of the ten cars that fin- Gilmer Co., Tc Heo. Man 
ished in the money were fully Badger Rubber Works............... 60 Goodell-Pratt Co. 6 Mill 
equipped with Watkins Con- Bearings Co. of America.......... - 18 ENTE, Moo 
, Blackhawk Mfg. Company........ 76 
necting Rods. 
Bosch, Robert, Magneto Co..... 81 
. Bradley, C. Goodwin, Ince......... 81 
We are proud of this record . 
d th d £ d Brown-Lipe Gear Co................... 80 
an n 
ati orsement o sears Brunner Mfg. Co........................-+ 80 Hall Mfg. Company, The al Neu 
and manufacturers of these Budd Wheel Co. . © tee Cees Oe... 
great cars. Burd High Compression Ring Hayes Pump & Planter Co...... ‘! No 
Co, sips neinianinnadiinainies 80 N 
Holmes, Ernest, Co................. ° Nor 
Hupp Motor Car Corp.....2nd Cover 
Hyatt Roller Bearing Co........./ F 
NEW YORK CHICAGO LOS ANGELES 
33 W. 60th St. 57-61 E. 24th St. 1007 E. 9th St. 
Chandler Motor Car Co............. 
PORTLAND WASHINGTON MEMPHIS Back Cover | Oak 
278 Washington St. 
14th and Everett St. 1322 14th St. N. W. ington Chevrolet Motor Co. 47 Owe 
INDIANAPOLIS TOLEDO TORONTO, Classified Advertising Section... 81 India Tire & Rubber Co.......) 
19 W. South St 1942 Put S CANADA . 
: : utnam ot. 122 Adelaide St. W. Conneaut Packing Co. 81 
DENVE Curtis Pneumatic Mach. Co....... 78 
1818 Blak : apnea ST. LOUIS 
ake ot. 725 E. Pine St. 4216 W. Easton Ave. 
Pac 
HARTFORD SYRACUSE CLEVELAND a 
28 High St. 211 Wyoming St. 5109 Euclid Ave. Jordan Motor Car Co,..Fron Pie) 
T 
OMAHA PITTSBURGH WATERLOO —— Pin 
1006 Douglas St. 5706 Harvard St. E. E. N. E. East 4th St. Delta Electric Co............ en 56 . 
ist 
: . Dill Mfg. Company...................... 80 . 
HOME OFFICE: Wichita, Kansas Pre 
Kant-Skore Piston Co......-.- oH 
, Kawneer Co., The......... scasome 
WA a . | < aesteett “ ~— . 
r ‘ Eaton Bumper & Spring Serv- Kingsley-Miller Co., The." 
REBABBITTING =o 60 ae Motor CaF Coo Fg 
An Approved 
National Service 
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Laminated Shim Co., Ine... 3 
Lange, Henry G., Machine 
WD nccccncnvncccccncscencseccesenmseseneees 79 
Larkin Automotive Parts Co..... 78 
Liberty Mirror Works.................. 78 
Lincoln Products Co..................... 68 
Loomis-Knight-Miller, Ine......... 80 
Lycoming Mfg. Co...................... ... 62 
Mallory Elec. Corp., The............ 80 
Manley Mfg. Co............. Third Cover 


Millersburg Reamer & Tool Co, 79 


Moon Motor Car Co..................... 1 


Neutrowound Radio Mfg. Co. 


No Rad Rust Corp....................... 59 
North East Electric Co............... 65 
Oakland Motor Car Co......... 66 & 67 
Owen-Dyneto Corp. .......... vensiiiadials 76 
Packard Electric Co., The 78 
Pierce-Arrow Motor Car Co., 
: piisinnetintntinadinimneeviemsadetiatiissiibieiste 50 
Pines Winterfront Co... 51 
Piston Ring Co., The... 58 
Prest-O-Lite Co., Ine... 84 
Quincy Compressor Co... — 














De Be Ve Gee, Bea.........-...: 77 
Sherwin-Williams Co, ................ 73 
So-Lo Jack Co., Imnc..................... 80 
States Chemical Co..................... 80 
Staynew Filter Corp..................... 78 
ET 4 
Stewart-Warner Speedometer 
RT steitttiscteusicntnsinnisticnstisisinninsnmmnonseisicniions 61 
Studebaker Corp., The................ 5 
Stutz Motor Car Co..................... 6 
Thomas, W. H., Mfg. Co........... 55 
Thomas Auto Top Co................... 80 
Thompson Products, Inc.....70 & 71 
= Roller Bearing Co., 
U. S. Elec. Tool Co..................... 80 
Walden Co., The............... seiieneeansatial $1 
Watkins Rebabbitting Service... 82 
Co SS ee $1 
Wel-Ever Piston Ring Co........... 78 
Western Chain Co........................ 80 
Westinghouse Air Spring Co..... 78 
Wheeler-Schebler Carburetor 
witinsscnee —— 
‘Whitney Mfg. Co., The.............. 83 
Willard Storage Battery Co....... 54 
Zenith-Detroit Corp. ......... uidnitaieaiain 42 
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SILENT 


Are a Permanent 
Replacement 








why you have to be so » ennabal to make timing 
chain replacements—like 


last. 


A jobber’s stock is near you for sudden service 


The “WHITNEY” Double Bear- 
ing Pin and Bushing Joint pro- 
vides a bearing of the hardened 
rivet on the inside of the bushing, 
and a bearing of part of the chain 
links on the outside of the bush- 
ing. As a result the total pro- 
jected bearing area of this joint 
is nearly twice as great as that of 
any other. 


Mail the Coupon for Seccifeation List 


99 


CHAINS 





Nothing annoys a 
car owner more 
than having to 
come back after 
you have finished 
a job. He wants 
it right—and per- 
manent. 


Replacements 
with “WHIT- | 
NEY” Silent 
Timing Chains 
are permanent. 
Their double . 
bearing joint area 
minimizes wear. 
High mileage is 
built into them. 


Cars can be run 
on the rims, or 
with a cylinder or 
two not firing— 








but try to drive 
one without a tim- 
ing chain. That’s 


“WHITNEY” — that 


INNER BEARING 

















OUTER BEARING 





The Whitney Mfg. Co. 
Hartford, Conn. 


I want that book on chain specifications. 
Ba cssiscrstcsicinntineneconasnnnnetiliaiehinmmsiailiie’ ey ne ee 
Address....... snitiaiieiieaeedinieimamamenda 





[] Service Station 


[] Fleet Owner 












[] Parts Jobber 
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“Your merchandising plans will 
increase the battery business of 
any dealer”... . W. J. WHALEN, Jr. 











THE merchandising plans back of Prest-O- 
Lite Batteries were designed to help our 
dealers sell batteries. And these plans do 
sell. Every day brings new evidence that 
the Prest-O-Lite plan is sound in every way. 

Read this letter from The Whalen Tire 
Shop at Burgettstown, Pa.: 

“We are pleased to advise that the 
Prest-O-Lite Service Station proposition 
is satisfactory in every respect. 

“Your merchan- 
dising plans will 
increase the bat- 
tery business 
of any dealer. 
Prices meet 
every require- 
ment. Your line 
of batteries takes 











care of everything from, radio to light and 
power installations, while your battery 
warehouse stocks make possible prompt 
deliveries. 


“Last, but not least, your advertising 


co-operation is such that a wide-awake 
dealer can easily get the big share of the 
battery business in his town.” 


That’s the way our dealers write us. 
That’s why we know our plans are right, 
why we know our batteries are right. 


Send today for our interesting plan and 
service station proposition. 


THE PREST-O-LITE CO., Inc. 
INDIANAPOLIS, IND. 
New York 


In Canada: Prest-O-Lite Company of Canada, Ltd., Toronto, Ontario 


San Francisco 
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High-Draulic Jack ¢ 


CAPACITY 2), TONS 


Minimum Height only 51/4 Inches Travel of Post 10 Inches | 











From dead flat to full clearance off floor with any balloon tire. 

















Hydraulic principle 2, tons capacity 






























Safety valve makes 
it impossible to 
overload 


Min. height 5% In. 
Travel.........10 In. 


Bridge construction 
Easy lift— 

Maximum load may 
be obtained with 


one hand 


Quick lowering— 
merely press foot 
pedal and Jack low- 
ers—like a barber’s 
chair. 


Can be operated un- 
der overhang or in 
close corners, as 
Jack handle oper- 
ates with long or 
short strokes and in 
any position. 











CAN BE SUPPLIED WITH OR 
WITHOUT RUBBER TIRES 


Cat. No.555 High-Draulic Jack 
with steel wheels $48.00 


Cat. No.556 High-Draulic Jack 
with rubber tires $59.00 








Your Jobber Can Supply You. For new 1926 Catalog describing the entire Manley line write to 


MANLEY MFG. CO., YORK, PA. 
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THE CHANDLER MOTOR CAR COMPANY ° CLEVELAND 
Export Department, 1819 Broadway, New York City 


CHANDLER 
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